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Every time a mechanic, a 
farmer, a carpenter or a home tool 
user buys a Nicholson File from you 
he buys a Reliable product; a file he 
can count on for dependable per- 
formance. Nicholson Files are Reli- 
able because they are made by 
experts who have every modern lab- 
oratory and manufacturing facility to 
work with. Popularly priced—at hard- 
ware wholesalers and mill supply 
dealers. Nicholson File Company, 


Providence, Rhode Island, U. S, A. 
Genuit® NICHOLSON FILES 


A ais. & ee BweERY PURPOSE 
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Just AMONG OURSELVES 


Institute— 


The newly formed American 
Institute of Fair Competition and 
three of its charter manufacturer- 
members have taken precisely and 
publicly the steps so often de- 
manded by both wholesalers and 
retailers. Distributors have insist- 
ed upon complete sales policy 
data and on sales policies con- 
sistent with the requirements of 
the hardware trade to meet the 
current competitive situation. It 
is reasonable to suppose that with 
policies sworn to and on file at 
the Institute office, a member- 
manufacturer will not be guilty of 
double dealing that discriminates 
against the hardware jobber-deal- 
er set-up. The Institute and these 
three members have stated their 
policies in advertisements appear- 
ing in the August issues of lead- 
ing hardware publications. Mem- 
bership in the Institute imposes 
no regulations as to sales policy. 
It requires only that a definite 
sales policy be established, sworn 
to in affidavit form and filed at 
headquarters, from which point it 
is available to all interested 
parties. This provides the ma- 
chinery for distributors to know 
specifically the information they 
say is needed. The support given 
to the Institute and its partici- 
pants will be a definite guide as 
to the sincerity of distributors in 
the competitive fight against price 
discrimination which favors 
chains and mail order houses. 
The success, expansion and poten- 
cy of the Institute’s program lie 
with wholesalers and retailers and 
not with the manufacturers. It 
will be interesting and informa- 
tive to study closely the reactions 
of these distributors, individually 
and collectively, in their handling 
of this sales policy plan. They 
asked for it, in fact demanded it. 
What will they do about it? 
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By CHARLES J. HEALE 
Editor, Hardware Age 


Adjourn Congress— 


Business has had more than 
enough of the present Congress 
and its prolonged sessions. There 
is a feeling, widely expressed, that 
adjournment of Congress will ma- 
terially stimulate general business 
activity and expansion. Citizens 
are weary of the debates and ma- 
neeuverings of the 74th Congress 
and are beginning to sense some- 
thing less than self-sacrificing 
public service as the stimulant for 
holding Senators and Representa- 
tives in Washington. Currently, 
there is the strong odor of bitter 
partisan politics and intra-party 
jockeying for control and _per- 
sonal advantage. There is always 
some of this but now we are get- 
ting an overdose of it. Congress- 
men’s wives want to go home, but 
do not seem to wield much of the 
traditional and familiar domestic 
authority in the matter. More the 
pity! If the folks back home start 
clamoring for an early, if not im- 
mediate adjournment, Congress 
may quit. If so, it will be the best 
decision it has made in the inter- 
ests of recovery. 


Chain Stores Taxes— 


It has long been our contention 
that chain store taxes will not aid 
the independent merchant in the 
long run. Where state laws tax- 
ing chains have been upheld by 
the court there hangs a threat of 
general retail store taxation as the 
next plundering move of politi- 
cians. If chain store taxes develop 
an interesting bulk of revenue, 
easily collected, it inspires profes- 
sional office holders to spread the 
levy a little further. Such is the 
definite experience of Florida 
merchants who now face a state 
tax for the privilege of conduct- 
ing a retail business. This gen- 
eral store tax is the specific out- 


growth of a chain store law origi- 
nally sponsored and supported by 
all types of independent dealers 
in Florida. Although there is a 
sliding scale of assessments which 
pyramid with the increased num- 
ber of units in a chain system, it 
gives Florida independents a very 
doubtful advantage. This devel- 
opment in Florida is worthy of 
consideration by every body of in- 
dependent merchants now striving 
to promote chain store taxes. 


Boy Scout Jamboree— 


For ten days, 30,000 Boy 
Scouts from all over the world 
will camp at Washington, D. C. 
They arrive Aug. 21 and leave on 
Aug. 30, a period which marks 
the 25th anniversary of the Scout 
movement in this country. This 
International Jamboree embraces 
a program which will have wide 
publicity through newspapers, 
radio and magazines. For 10 days 
considerable attention will be fo- 
cused on Scouting. Boys from 
your own town may plan attend- 
ance. They will need supplies— 
axes, hanks of rope, whistles, 
knives, canteens, mess kits, etc., 
all standard sport goods items, 
sold at a profit. Only the uniform 
outfit must be sold on a non-profit 
basis. Local troops will recruit 
new members during the Jam- 
boree week. New members mean 
more prospects for equipment. 
Hardware dealers have found co- 
operation with the local Boy 
Scout movement a very proper 
public service and a profitable 
business venture. This will be 
particularly true from Aug. 21 to 
30. A Boy Scout camping win- 
dow would help. 


Tax Evasion— 


A prominent far western hard- 
ware man provides an interesting 
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letter on tax evasion methods 
practiced by an unnamed large 
mail order firm operating from 
Chicago. He writes: 

“It is reported, from reliable 
sources, that one of our largest 
mail order chain organizations in 
Chicago has worked out a very 
clever plan in several mid-west 
states where state sales taxes are 
in effect to gain a further unfair 
advantage over the independent 
retail merchants of that state. 
They open up small district of- 
fices, with several girls making a 
telephone canvass and several out- 
side men making a personal can- 
vass among the farmers and rural 
customers, soliciting business in 
the name of the concern. They 
advise their customers to save the 
sales tax charge in that particular 
state on all their purchases, by 
having their merchandise shipped 
from another state by mail order, 
either direct to the consumer or to 
a nearby retail branch of the 
chain where it can be picked up, 
after notification, by the con- 
sumer.” 

If the inter-state nature of such 
sales exempts this mail order 
firm from observing a state sales 
tax this is further evidence of un- 
fair advantages enjoyed by these 
competitors. It brands the state 
sales tax as a discriminatory levy 
on local merchants and as an in- 
efficient source for state revenue. 
Either of these reasons should be 
sufficient to repeal such objection- 
able tax laws, and certainly both 
can be justifiably claimed in fight- 
ing state sales tax laws. 


Chain Store Claims— 


From a recent issue of Chain 
Store Age we quote the following 
claims for the growth of the chain 
system of distribution: gain of 50 
per cent in gross sales since 1929 
giving them approximately 33 per 
cent of all retail business without 
any appreciable increase in the 
number of units; nine times as 
many independent stores doing 
only four times as much business 
at present as compared with 10 
times as many independents in 
1929 when chains accounted for 
21.9 per cent of the total retail 
volume of this country. It must 
be remembered that these figures 
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include 30,000 or more filling sta- 
tions and every known kind of 
chain store group. 


Retail Federation— 


What has happened to the pro- 
posed American Retail Federa- 
tion? Much publicized at the 
start this super-retail body seems 
to be somewhat dormant at pres- 
ent. It was clear that the start 
that average independent retail 
groups could hardly wax enthu- 
siastically over such an outfit. Its 
very sponsors were loudly labeled 
with the tags of chain store, mail 
order and large city department 
store affiliations and _ interests. 
These are not the leaders to whom 
average sized independent mer- 
chants can look with confidence 
nor the type of retailers whom 
independents would expect to be 
very active for the good of all re- 
tailers. The past history of the 
companies from which these spon- 
sors were chosen does not en- 
courage independent support. The 
Congressional investigation did 
not shed much light on the subject 
but it did apparently lead to the 
proposal of the Patman Bill, 
which, as it stands now, has pos- 
sibilities for curbing some of the 
unfair price advantages enjoyed 
by chains and mail order firms. 


Retaliation— 


California druggists have the 
jitters with high fever. They find 
a grocery organization establish- 
ing drugless drug stores to com- 
pete on the packaged goods, cos- 
metics, and other non-pharmaceu- 
tical lines. These new competi- 
tors will not handle prescription 
work nor in any way tangle with 
state laws requiring registered 
pharmacists. But they will active- 
ly compete with all other selling 
efforts of the drug business. For 
druggists to complain about the 
intrusion of other retailers on 
drug store goods is highly amus- 
ing and inconsistent. Drug stores 
have become junior department 
stores, have drawn from practical- 
ly every other retail field, have 
cut prices on the other man’s lines 
and are open long hours, seven 
days and seven nights a week. 
They have had every unfair ad- 





vantage and have made full use 
of it. Their seven day schedule 
and longer than normal working 
hours have always been claimed 
in “the public interest” which is 
a gross exaggeration of the truth. 
The merchandise needed for emer- 
gencies, sickness and accidents 
represents a relatively small part 
of the stock and sales volume en- 
joyed by druggists on Sunday 
nights, holidays and even during 
the normal business hours. In 
some states, drug organizations 
have successfully prevented hard- 
ware and other stores from han- 
dling insecticides, etc., by having 
laws passed which require such 
goods to be sold only through 
registered pharmacists. It is high 
time organized hardware men took 
more notice of drug store com- 
petition and the organized legisla- 
tive efforts of the drug field. It 
should be legally possible to force 
the drug store to segregate pre- 
scription and related departments 
for the late hours and Sunday and 
holiday stretch. A campaign to- 
ward this end should interest the 
active support of practically all 
other retail groups as the drug 
trade has stepped on all retailing 
toes for many years. 


“Drug Store Sales” — 


Further evidence of the wide- 
spread selling done by drug stores 
comes from data based on govern- 
ment surveys and published in 
Drug Topics. This drug paper in a 
story headed “Every drug store is 
10 stores” breaks down the drug 
store sales volume as follows: 
fountain 26.1 per cent; tobacco 
18.8 per cent; candy 5.5 per cent; 
newspapers 8.5 per cent; toiletries 
8.5 per cent (these non-drug items 
represent 62.1 per cent of total) ; 
prescriptions 16.1 per cent; pack- 
age medicine 12.2 per cent; sun- 
dries 5.4 per cent; hospital 3.2 
per cent and commissions 1.0 per 
cent (this second group of admit- 
tedly drug items represents only 
37.9 per cent). Think that over 
—62.1 per cent of drug store vol- 
ume is decidedly non-drug and 
non-emergency, non-public health 
items which represent only 37.9 
per cent of the total. And remem- 
ber that drug stores are open long 
hours, seven days and seven nights. 
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Hardware Curiosities 


By ROBERT PILGRIM 





Copyright 1935 by Hardware Age 
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THE TREE THAT GREW A 
Jere «€6LADDER! BY JOINING SEVERAL 
ween OF \1IS BRANCHES TOGETHER. 

1 IN NATURAL GRAFT6, A PEAR 

TREE IN JACKSON, MO., GREW 
A NATURAL LADDER, WHICH 
ENABLES ONE TO CLIMB UP AND 
PICK THE FRUIT EASILY 
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AN IDLE MORNING RAMBLE THROUGH DEWY FIELDS LED TO few 
THE DEVELOPMENT OF ELECTRIC REFRIGERATION ! PROFESSOR BY 
WILLIAM “THOMPSON (AFTERWARD LORD KELVIN) WONDERED [ 
ABOUT THE DEW-DECIDED (T WAS NATURES WAY OF COOLING 

VEGETATION THROUGH EVAPORATION-AND WORKED OUT THE [igo 
PRINCIPAL OF ELECTRIC REFRIGERATION. THE KELVINATOR [¥ 
ELECTRIC REFRIGERATOR IS NAMED IN HIG HONOR rr 

















LUMBER IS SAWED INTO STOVE LENGTH 
PIECES RIGHT ON THE STREETS OF 
BUCHAREST, RUMANIA. SHIPPED FROM 
THE COUNTRY, THE WOOD (5 PILED - 





\RON HOOPS NAILED TO TABLE OFTEN YO A HEIGHT OF ONE STORY- 
TOPS WERE LISED AS PLATES 9" We DOOR OF THE PURCHASER, 

NG W MILL GETS 
BY EARLY SETTLERS OF AROUND To CUT it/ 


NEWFOUNDLAND (ABOUT 1800) 
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This Land of 
Hardware 


One hundred sixty-one towns 
and villages bear names 
familiar to our industry . . . 







If you don’t be- 
lieve there is a 
town named Hard- 
ware, in Virginia, 
here it is. Hardware 
is a small town of 
200 population, and 
is on the C. & O. 
R.R., in Fluvanna 
County. Hardwar- 
ians don’t recall 
just how their town 
got its name. 
Above: A _ letter 
postmarked “Hard- 
ware, Va.” 
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YEW people realize the num- Belt, Mont. Compass Lake, Firebrick, Ky. Jet, Okla. 
ber of towns in the United Bicycle, N. D. Fla. Fireworks, II]. Joiner, Ark. 
States bearing names close- Big Basin, Cal. Concrete, N. D. Fishtrap, Mont. Kegg, Pa. 

ly allied with the hardware indus- Bolt, W. Va. Condit, Ohio Flagstaff, Ariz. Kettle, Ky. 

try. The accompanying map Box, Okla. Cord, Ark. Flint, Ga. Key, Ala. 
zm Brace, Tenn. Core, W. Va. Flint, Mich. Key, Ky. 
shows one hundred fifty-nine and Brush, Colo. Cork, Ga. Furnace, Mass. Knob, Cal. 

a more exhaustive search would Cable, Ohio Cork, Ky. Gate, Wash. Lime, Colo. 

probably yield even more of them. Cabinet, Idaho Cotter, Iowa Glass, Tenn. Link, W. Va. 

The capital of the country, so far Campstool, Wyo. Creosote, Wash. Globe, Ariz. Lock 3, Pa. 

as our hardware names are con- Candlewax, Va. Crosscut, Tex. Golf, Ill. Lock 4, Pa. 


cerned, is Hardware, Va., and in 
case anyone doubts the existence 
of such a place we show a photo- 
graph, genuine and unretouched, 
to prove it. In addition there is 
reproduced a letter bearing the 


Canoe, Ala. 
Canvas, W. Va. 
Carbon, Ind. 
Carlock, Il. 
Carver, Mass. 
Carver, Minn. 


Crucible, Pa. 
Crystal, Idaho 
Curry, N. Y. 
Cutter, N. M. 
Cycle, N. C. 

Cylinder, Iowa 


Graniteville, S. C. 
Gunsight, Tex. 
Guntown, Miss. 
Gypsum, Kan. 
Hammer, S. D. 


Hardware, Va. 
Harness, Ark. 


Locke, Cal. 

Long Key, Fla. 

Looking Glass, 
Ore. 

Magnet, Neb. 

Marble, Colo. 


Cement, Okla. ick, N. D. P 

postmark of Hardware, Va. Chalk, Tex. ' Paani “Men. Harrow, Pa. hago 

Because of the necessary reduc- Chalk Level, Va. Drain, Ore. Hayfork, Cal. Needles, Cal. 
tion in size of the map, we list the | Chambers, Ariz. _ Drill, Va. Heaters, W. Va. _—‘Nutt, N. M. 
towns as follows: Chimes, Ark. Driver, Ark. Hemp, Ga. Oil, Ky. 
Agate, Neb. Bakewell, Tenn. China, Me. Drums, Pa. Horseshoe, N. C. See, | Sat, 
Alabaster, Mich. Barlow, Ore. Cistern, Tex. Farmers Fork, Va. Horseshoe, N. Y. Platter, Okla. 
Anchor, Il. Base Line, Mich. Clinch, Va. Felt, Okla. Ingot, Cal. Plow, Ill. 
Angle, Utah Basin, Wyo. Clipper, Wash. Fence, Wis. Iron Belt, Wis. Potts, Nev. 

Iron City, Tenn. Pound, Wis. 


Baskette, Ky. 
Bell; Cal. 


Atkins, Iowa 
Bad Axe, Mich. 
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Combined Locks, 
Wis. 


Fender, Ga. 
File, Va. 


(Continued on page 72) 
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Homeworkshop Equipment 
Fall Slump tor Weed & Co. 













Rochester, N. Y., 
hardware firm ties 
advertisements 
in with demonstra- 
tions to boost sales. 





SIBR TIMES-UNION, WELNESDAY EVENING: 
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| Workshop Attracts Attention 
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Newspaper notice 
gave valuable atten- 
tion to the Weed win- 
dow demonstrations. 
Clipping at left is 
from Rochester Times- 
Union. 











Y merchandising wood- 
B working machinery for 
the homeworkshop and 
commercial use, Weed & Co., 
Rochester, N. Y., increases busi- 
ness in the fall and winter months. 
Previously the store has over- 
come the winter business slump 
with toys and gifts, which made 
the season one of its biggest. 
Two nationally known lines 
were bought and it was soon evi- 
dent that there were many wood- 
working hobbiests. Turnover on 
this stock was about six times a 
year and the store, as a result, 
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tries to stock at least three pieces 
of each unit. Some machines were 
sold for commercial uses, but the 
greatest percentage was sold for 
the homeworkshop. 

As some of the larger machines 
range higher in price an easy 
payment plan was arranged. The 
customer, by making small weekly 
payments and having use of the 
machinery at the same time, was 
better enabled to make a pur- 
chase. For instance, an 11-in. 
lathe sells for $28.85. The cus- 
tomer pays $5.77 down and the 
balance in 10 easy payments. 
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3 DAY SORT nOwE MACHINERY 
rene PARKING. = mor ten mane ag se i i WEED’S 
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. You Will Want-to See the 





W GILLETTE RAZOR ~ 
convenience 


W's conctructed differently. with: adlded 


Tomorrow, Tuesday and Wed, 


First showing of this:new high grade 
machinery with many exclusive features 


encciilia 





Stainiess steet blade 
hendies, 
therpening steel. 
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Carving Set 


dork with querd and 


OP i ae 


that will be demonstrated by a factory © 
trained ‘ expert in wood cerving and 
thot wilt bold edge. | turning. 








When several machines are bought 
a longer period is allowed with 
a small carrying charge. 

The idea that the NRA had 
helped to increase leisure time 
was incorporated in the store’s 
window displays and advertise- 
ments, calling attention to mak- 
ing spare time profitable and en- 
joyable with this worthwhile 
hobby. Professional men were 
cultivated as customers. Doctors, 
lawyers, dentists and others at- 
tended the demonstration and 
bought one or two machines. 

Actual demonstrations in the 





BENCH LATHE 


30 in.x Hsin. machined bed. 
ascanlttl il vale ek 16-75 





j | 
4 inch JOINTER 
With Thumb Lock 4 1 50 








| BENCH SAW 
Leng apie * 32:50 


tilting devices. Micro set ripping 
farce. 


EXTENSION, BARS . 
32-inch, for bench 2: 50 


Sow... es 


POLISHING | HEAD, 












Newspaper ads 
tied in with the 
window display 
and demonstra- 
tion. 





display window and store on the 
proper use of woodworking ma- 
chinery and newspaper advertis- 
ing were found to be the best 
mediums for promoting sales. 
During the fall and winter sea- 
sons the store has machinery dis- 
plays three weeks of every month, 
because showing finished pieces 
of woodwork in the display cre- 
ates attention. In the past year, 
although Weed & Co. has favored 
window demonstrations, due to 
the lack of store space, it is felt 
that week-end demonstrations in- 
side the store are very profitable. 

A card on each machine, giv- 
ing the price and name, speeds 

(Continued on page 70) 


27 











Obtains 21 Orders tor 
Through Tie-in 


tunity presented by loan 

facilities made available 
under the National Housing Act, 
The Village Hardware, Los 
Angeles, Calif., had obtained 
twenty-one profitable builders’ 
hardware contracts prior to July 1, 
1935. This store, operated by 
Charles Simmons, is located in 
Westwood Village, a model vil- 
lage adjacent to the University of 
California in Los Angeles. It is 
not a large store nor does its 16 


Sey the selling oppor- 


foot store front permit any extra 
window display advantages. But 
this has proved no handicap to 
Mr. Simmons, whose National 
Housing Act window displays 
have been outstanding. The 
twenty-one hardware jobs include 
mansions and semi-mansions and 
represent a substantial volume of 
sales. 


Windows Helped 


Outstanding windows have been 
one of Mr. Simmons long suits 


ery 


Der sa 


/" 


Anon n 
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since the National Housing Act 
went into effect. A window called 
“The Dream Home Window” drew 
attention from a large area and 
won comment from federal offi- 
cials, photographs being shown 
throughout the area as an urge to 
other hardware dealers to get en- 
thusiastically into the builders’ 
hardware game. 

The window was backed up with 
a gable topped panel and a real 
artist from a moving picture studio 
was employed to paint on it the 


This window by the Village Hardware, Los Angeles, won the approval of the NHA officials. It features builders’ hard- 
ware requirements. It is credited with selling more builders’ hardware jobs than any window the store ever used. 
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Despite handicap of small 
sized store front, California 
merchant uses windows to 
develop profitable business 
in connection with Federal 
Housing loan facilities 


available to all sections of’ 


the country 


picture of a young couple looking 
over a set of house plans, the home 
of their dreams appearing in cloud 
effect above their heads. This 
window presented in mass array 
practically every article of 
builders’ hardware that could be 
needed in a home costing up to 
$25,000. Mr. Simmons says this 
window got him more jobs from 
building contractors than any win- 
dow he ever put in. He did not 
hesitate to fix the window for flood 
lighting at night and left the lights 
on as long as their was a soul on 
the streets. 


“Home” Ads 


Mr. Simmons backs up his tie- 
in policies by devoting most of his 
advertising space in the Westwood 
Village Press to what he calls 
“home” advertisements. He is in- 
clined in his advertisements in all 
special editions of the paper to 
talk more and more about home 
building and less about specific 
articles of merchandise, feeling 
that if the homes are built he can 
sell the merchandise. He has 
proved this plan to be worth 
while. 

In writing these ads, Mr. Sim- 
mons is interested primarily in 
putting over the message and does 
not stop to correct grammatical 
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AT A HARDWARE STORES 


Your hardware man in $ minutes can tell you a 
score of ways to modernise with hardware. Not only do 





many 
of them are styled to harmonise with and add attrac- 
tiveness fo your architecture and interior decorations. 


For comfort and convenience many homes are 
being equipped with checks on inside and outside 
doors. For permanency. hardware men are recom- 
mending chains for windows instead of sash cord. 
Glass door knobs add smart touches to many a room. 
and chromium plated fixtures of various serts retain 
their rustless brightness. 


listed below for willing advice in hardware matters. 


Double Acting Hinges jor meinging doors Weather Siripping  Sefery 


How to Secure Funds Under the 
Federal Housing Administration: 
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(or other mawared warren may apply fora lean a 
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wth the Bouter Housing Plen 
R. J. ATKINSON, INC. GRESCHLER BROTHERS 
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MAX $. BERKOFF CO. HARRY KLINGER 
1402 Coney Inland Ave. Qrestiya mt 8.3160 Brighten Btech Ave. 8ebye SM. 
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BOROUGH PARK HARDWARE CO. 

eee, Se _ Sse 
H. 8. BROER 

‘3318 Bod Ave. Sreshiye wen 

H. P. BROWN, INC. 

1067 860 te. Broshiye 64700 


S. W. CORNELL HARDWARE 
469-475 Attantic Ave. Oreckiyn CU. 6-4000 























FAZIO BROTHERS 
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BUY YOUR HARDWARELS 





Builders Hardware 
with NHA Activity... 
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Pregeem. 
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That the larger cities, as well as the smaller town, provide ample selling oppor- 
tunity under the National Housing Act’s stimulus is shown in this advertisement 
used cooperatively by a group of hardware merchants in Brooklyn, N. Y. This 
advertisement gives a very complete picture and tells the story in full detail, 
including the local banks cooperating as well as necessary contractors, etc., 
whose services would be needed in connection with home building or repairs. 


errors such as some might do. 
“T want them written as the aver- 
age person talks,” he says. “If a 
plural pronoun has a singular 
noun as its antecedent I don’t give 
a whoop, just so long as the line- 
up is the usual method of expres- 
sion by real home folks. I have 
had good evidence that this 


method does appeal to home 
lovers, much more so than any 
cut and dried language painfully 
accurate in its grammar. 

“When we tie-in with the NHA,” 
says Mr. Simmons, “we not only 
are making immediate sales of 
builders’ hardware, but we bring 

(Continued on page 82) 
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Hardware Stores 


Near 


Gibraltar— 
Symbol of 
Stability 


Mortality rate _ relatively 
low during 1929-1933 says 
CWA Census report. Num- 
ber of new stores added 
also low. Study included 
fifty types of retail outlets. 
Hardware and hardware- 
farm implement stores 
computed separately. 


F the nearly 50 types of re- 
O tail establishments cov- 

ered by the Census of 
American Business only seven 
types of firms showed a lower 
mortality in the four year period 
from 1930 to 1933 inclusive, than 
did hardware stores. Hardware 
and farm-implement stores also 
showed greater stability than most 
other types of stores. The Cen- 
sus was a C.W.A. project con- 
ducted under the supervision of 
the Department of Commerce. 
Under the plan used in making 
the Census hardware stores and 
hardware and farm-implement 
stores were considered separately. 
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As a breakdown of the volume of 
business done by types of mer- 
chandise shows that hardware 
lines account for more than half 
of the volume of stores in the 
hardware and farm-implement 
stores classification, information 
on both groups is included in this 
article. 

For the country as a whole, 36.4 
per cent of all the stores in oper- 


Top for Stability 


Among All Retail 
Establishments 





ation in 1929 passed out of the 
picture in the crucial years from 
1929 to 1933. In contrast, 23.1 
per cent of the hardware stores 
and 29.5 per cent of the hard- 
ware and farm-implement stores 
discontinued business during the 
same period. The highest mor- 
tality rate shown by any type of 
retail establishment, in a similar 
comparison, was that for radio 





TABLE NO. 1 


Number 


9 








Stores in 


Per 


Opened Stores of Stores 


1 


1,043 281 1 


*The Haroware Ace Verified List Department. recorded 35,383 hardware 








stores in 1933. This total shows 2,500 more. stores than the combined total for 
hardware stores and hardware and farm-implement stores, shown by the Census. 
The Census was made by. relief workers, who prabably found it difficult, in| 
all cases, to properly classify retail establishments, or to differentiate between 
retail and wholesale firms. This may account for the discrepancy between the. | 
two totals. At the present.time approximately 35,000 hardware stores are on 
carefully checked lists maintainéd by the Harnware Ace Verified List De- | 


partment. 4 


HARDWARE AGE 








stores, of which more than two- 
thirds, or 66.3 per cent, disap- 
peared from the business horizon. 

The Department of Commerce 
in its official report “New and 
Old Retail Stores in 1933,” says 
that the stores which disappeared 
or lost their identity of ownership 
since 1929, probably include a 
very large proportion of small 
stores with limited capital and in- 
sufficient credit to carry them over 
periods of adverse conditions. 

The “birth rate” of hardware 
stores since 1929, expressed as a 
per cent of the 1933 total is much 
below the rate of 35.9 per cent for 
stores of all types. Only 14.8 per 
cent of the hardware stores and 
13.3 per cent of the hardware and 
farm-implement stores in existence 
in 1933 were stores which had 
been opened since 1929. Thus, the 
hardware stores now in business 
have a much better than the aver- 
age chance to operate on a profit- 
able basis. It also indicates that 
wholesalers and manufacturers 
have been careful not to encour- 
age the opening of new stores in 
locations having limited possi- 
bilities. 


Near the Top 


Only four types of retail es- 
tablishments — department, b a k- 
ery, dairy products, and lumber 
yards—had a lower ratio of turn- 
over in ownership than did hard- 
ware stores, during the compar- 
able four-year period. The ratio 
of turnover in ownership for 
hardware stores in the four-year 
period was 18.5 per cent and for 
hardware and _ farm-implement 
stores 19.8 per cent, while the 
national ratio, in the same period, 
was 36.2 per cent. The national 
annual average ratio was 9.0 per 
cent for stores of all types, and 
was 4.6 per cent for hardware 
stores and 5.0 per cent for hard- 
ware and farm-implement stores. 

Figures from the report, for the 
country as a whole, are given in 
Table No. 1. It was found that 
most of the hardware, and hard- 
ware and farm-implement stores 
opening for business in 1933 be- 
gan operating in the second quar- 
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TABLE 


otal Stores in |Stores Opened | Stores 
in 1930, 1931 
1 


of Stores 
in 1933 


Alabama 132 


30 


Operation 
929 to 


98 


Per Cent of 
Opened | Stores Opened 
in 1929 


23 1 25.8 





Hardware store “birth” and “death” rates, by States, are shown in the above 


table, which covers a five-year period. 


ter, or in the spring months of the 
year. 

From these basic figures Harp- 
waRE AGE has computed the ratio 
of disappearance by States. It 
was found that the highest ratio 
of disappearance of hardware 
stores since 1929 was in the State 
of New Mexico, where nearly one- 
third, or 32.2 per cent of the stores 
in operation in 1933 were new 
stores. Of the 31 stores operating 
in New Mexico in 1933, only 21 
had been in operation in 1929, 
while ten were opened during the 


four-year period from 1930 to 
1933, inclusive. More than one- 
fourth of the stores in the District 
of Columbia and in Alabama were 
also new stores. In eight other 
States one-fifth or more of the 
hardware stores were new stores. 

The lowest ratio of disappear- 
ance in hardware stores was found 
in Nevada, which had a zero per- 
centage of new stores during the 
29 to °33 period. Two States, 
Delaware and Utah, had a per- 
centage of new stores of less than 
5 per cent, while the percentage 
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in eight other States was 10 per 
cent or below. Complete data on 
hardware stores, by States, is 
given in Table No. 2. 

The highest rate of disappear- 
ance among the hardware and 
farm-implement stores since 1929 
was in the State of Arkansas, 
where 26.6 per cent of the stores 


in operation in 1933 were new | 


stores. The next highest rate of 
disappearance was in Mississippi 
where 23.0 per cent were new 
stores; 22.8 per cent of the stores 
in Texas, and 21.8 per cent of 
the stores in South Carolina were 


also new stores. In nine other 
States more than 15 per cent of 
the 1933 hardware and farm-im- 
plement stores were new establish- 
ments. 

The lowest ratios of disappear- 
ance in hardware and farm-imple- 
ment stores were found in the 
District of Columbia, Vermont and 
Nevada. In these three instances, 
no new hardware and farm-imple- 
ment stores were opened during 
the four-year period. In 11 other 
States the percentage of new hard- 
ware and farm-implement stores 
was less than 10 per cent. 





TABLE NO. 3—HARDWARE AND FARM-IMPLEMENT STORES 


of Stores 


Operation 
in to 


in 1930, 193 
or 1932 


Opened | Stores Opened 
in 1933 Since 1929 


This table shows “birth” and “death” rates among hardware and farm-imple- 
ment stores during a period of five years. 
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This Sign 
Sells Rope 


Los Angeles Hardware Store 
Gets Attention by Unique 
Method 


HE Ideal Hardware & Sup- 

ply Company at East Sev- 

enth Street and Central 

Avenue, Los Angeles, sells rope 
by using signs made of rope. 

The big sign above the display 
windows on the front of the store 
extends nearly the width of the 
front and is made of a two-inch 
rope which writes the word 
“ROPE” in script. This sign, like 
all the others on the outside, is 
toned up with gilt paint and 
placed on a light background. 
The big sign is visible for half a 
block. 

Below this, hanging at the top 
of the entrance recess, is another 
sign also made of rope, stating 
the price for 100 feet of 7/16-inch 
rope. A line of rope also runs 
around the edge of the glass on 
one window of the entrance recess. 

Another sign made of 14-inch 
rope hangs inside the window 
bearing the words, “High Grade 
Manila Rope,” written in script, 
and suspended from this, with 
prices clearly marked, are a num- 
ber of 100-foot coils of rope. 
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PRICE FIXING: 


Refuge of Lunacy? 


Writer holds price control features at- 

tempted under former codes skirted the 

fringe of lunacy. Charges business leaders 

with “loose thinking” and efforts to cover 

up inefficient, large-size operating costs 

which would have stifled competition. Calls 
it eighth-grade economics. - 


By ROBERT W. IRWIN 


In the Forbes Magazine* 


NY business man who sup- 

A poses that the Supreme 

Court’s NRA decision has 

made an end of the false econom- 

ics which for so long have blocked 

industrial recovery is living in a 
fool’s paradise. 

That welcome judgment merely 
brought the nation’s problem into 
sharp relief. 

It is quite apparent that the 
same forces and the same beliefs 
which fathered NRA are still with 
us. On every hand there persists 
a great deal of agitation for pro- 
duction control, price fixing, short 
work weeks, and many more of 
the worst features of the New 
Deal. The skeleton of the Blue 
Eagle doubtless symbolizes that 


Editor’s Note:—Several groups 
of manufacturers, within the hard- 
ware industry, diligently sought price 
control under the codes as a means 
of assuring continued hours and 
wages imposed by NRA. Wholesalers 
approved with the added control of 
“price differentials” and the retailers 
sought a “loss limitation’? clause 
with real teeth in it. This writer’s 
opinion is contrary to that shared by 
many of our readers who still favor 
price control. As a matter of inter- 
est and information on one side of 
the question this message is pre- 
sented. Contrary and concurring 
views are invited for publication. In 
this same issue, on page 35, John 
J. Wallace expresses a very contrary 
view. Readers are urged to consider 
the opinions of both writers. 


*Reprinted from Forbes Magazine by special permission. 
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the bird will return with differ- 
ent feathers. 

Moreover, it has become equally 
clear that the issue in the next 
presidential campaign will be that 
of constitutional revision—the Ad- 
ministration’s object being to pro- 
vide for the presently illegal legis- 
lation. The stake will be the 
country’s welfare. And unless in- 
dustrial leaders are successful in 
giving the people a calm view of 
the facts, we will surely find the 
tepid waters of State socialism ris- 
ing all around us. 

It is not unreasonable, I think, 
to say that if we are to retain the 
capitalistic system we must recog- 
nize its fundamental principles, 
and be willing to accept and abide 
by them. 

But this many people refuse 
to do. 


Eighth-grade Economics 


Recovery has been slow in mak- 
ing its appearance in America 
mainly because those principles 
have been diluted with too much 
foreign philosophy; because there 
has been a failure in the creation 
of new laws and in the formation 
of governmental policies to use 
sound, simple economics as a base. 
I use the term “simple” because 
if there had been applied prin- 
ciples well within the comprehen- 
sion of an eighth-grade student, 


Robert W. Irwin, member of the 
Durable Goods Industries Committee, 
here speaks his mind in typical forth- 
right fashion. He heads the Robert W. 
Irwin Company of Grand Rapids, one of 
the nation’s largest manufacturers of 
high-grade household furniture; and he 
was chairman of the code authority for 
the furniture industry. Widely known 
as one of the new group of business 
spokesmen which has sprung up in the 
past few years of turmoil, he has been 
outstandingly active in combating the 
price-fixing and__production-control 
phases of the New Deal—Forbes Maga- 
zine. 


most of our so-called “recovery 
acts’ would never have been 
passed. 

Strangely, enough, these threats 
to business come not only from 
the political quarter but also from 
certain members of industry’s own 
ranks. One of the most illustrious 
fallacies of the New Deal has been 
the notion of price fixing and 
production control. And, sad to 
say, this piece of loose thinking 
has had as much support from 
some corporate leaders as it has 
had from Washington. 

We shall get nowhere until the 
underlying nonsense of that theory 
is exposed. 

Of all the socially unsound 
principles of the “new economics” 
masquerading in the guise of 
“higher ethical standards for busi- 
ness,” perhaps none presents so 
many pitfalls as price fixing. Ob- 
viously, this is squarely opposed 
to the bulwark of capitalism—free 
and open competition. Free com- 
petition is often castigated and 
stigmatized by such names as 
“ruthless,” “cut-throat,” and so 
on. But, from the standpoint of 
the public’s welfare, what is the 
truth of the matter? 

The living standards of a people 
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“Laws setting minimum wage rates are good,” says Mr. Irwin, “But why drag 
price fixing into it? All it does is raise prices, cut the worker’s ability to buy, 
and leave him worse off than before.”’ 


are based upon and controlled by 
the amount of currently-produced 
wealth, and a proper average liv- 
ing scale is dependent upon an 
equitable distribution of such 
wealth. 

Produced wealth is always dis- 
tributed among four general 
classes: 

(a) To those directly engaged 
in its production; 

(b) To those who provide ser- 
vices—that is, people employed 
in distribution, transportation and 
amusements; doctors, lawyers, 
etc. ; 

(c) To government — Federal, 
State and Municipal; 

(d) To capital—tis share be- 
ing in the form of profits, accumu- 
lated surplus, dividends and so 
forth. 

Now it is patent that when any 
one class obtains a disproportion- 
ate share of the wealth, there is a 
smaller share remaining for the 
other classes. Therefore, if we 
can contrive to reduce the amounts 
which go to capital and govern- 
ment, there will be more left for 
distribution among the people 
engaged in production and ser- 
vices. 

Traditionally, prior to two 
years ago, it was our basic phil- 
osophy that capital’s share should 
be limited to the amount it might 
obtain in free competition; and 
that capital should be denied any 
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power to increase its share beyond 
that point through monopolistic 
strength and such devices as price 
fixing and production control. 

This principle is the keystone of 
capitalism and it must stay in 
place or our system will not en- 
dure. 

Nevertheless, when the oppor- 
tunity for price fixing and produc- 
tion control came along, it was 
embraced with secret satisfaction 
by many business leaders. It was 
an “out” for them—a salvation 
for those companies whose oper- 
ations were no longer economic 
or efficient. 


. 


Spiking Competition 

It is no secret that many heads 
of over-large corporations had for 
years been anxious to shelve the 
Sherman Act, the Clayton Act and 
the Federal Trade Commission 
Act. They wanted to cover up 
the inefficiencies of too large size 
by stifling competition, and those 
statute laws had been adopted to 
safeguard small industrial units 
and to preserve the policy of free 
competition. The principle in- 
volved, as originally laid down in 
the Sherman Act, was to the effect 
that capital’s return from _busi- 
ness must be limited to the amount 
obtainable under free competition, 
and that any trade agreements or 
conspiracies which were designed 
to restrain or impede competition 


were not in the best interests of 
society. 

Naturally, certain industrialists 
saw in the present Administra- 
tion’s policies a chance to spike 
forever those three statutes, to 
throw open the way to agreements 
and monopolies. 

The theory advanced for this 
change was that profit in industry 
is necessary to recovery. That is 
utterly false. Rather, profit can- 
not, should not, come until after 
recovery has taken place. An ex- 
cellent example is the fact that 
last year one large corporation 
operated only thirty-five per cent 
of its production capacity and yet 
made a substantial profit. To me, 
that is palpably unsound and for- 
eign to the natural order of things. 

Labor leaders accepted the 
price-fixing phase of NRA for a 
number of reasons. There is a 
strong hint that they favored it 
mainly because of a compact with 
big business. Industry would con- 
cede labor the right to bargain 
collectively; labor would concede 
industry the right to fix prices. 


Skirting the Lunatic Fringe 


But there was also a case of 
mistaken _ identity. Somehow, 
there arose a belief that high 
prices meant high wages. The 
argument ran this way: In all 
periods of prosperity there exists 
a scale of high prices and high 
wages; therefore, restrict produc- 
tion, elevate the prices of com- 
modities, and so forth, wages will 
naturally follow, and lo, recovery 
will be here! 

This type of thinking comes 
dangerously close to the lunatic 
fringe. The first fallacy is that in 
talking of wages in terms of dol- 
lars, people lose sight of the equa- 
tion, or what the dollars will buy. 
Secondly, while a slow, steady rise 
of prices in the normal business 
cycle is usually an excellent sign, 
it must be brought about by a 
corresponding rising demand for 
goods of all kinds. 

But the chief fallacy is that peo- 
ple mistake the indication of pros- 
perity for the cause. A high scale 
of prices and wages is an indica- 
tion of good times, yes. So are 
high levels of car-loadings, elec- 
tric-power usage, and so forth. 
But to try to bring about pros- 

(Continued on page 78) 
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Buyers Code of Ethics 
sorely Needed 


Since NRA Restrictions Were Removed 





Under codes, firm markets developed better resale price 
control protecting distributor’s margins, says sales execu- 
tive. Fair buying policy as important as fair selling policy. 





By JOHN J. WALLACE 


Assistant Director of Sales 
Clemson Bros., Inc., Middletown, N.Y. 


heard much comment relative 

to the importance of the estab- 
lishment of a fair buying policy 
or code of ethics by the distribu- 
tor, and certainly today as never 
before is such a policy needed. 

Termination of NRA finds 
many industries convinced of its 
benefits and conscious of the im- 
provement in marketing made pos- 
sible under it. A very large pro- 
portion of the coded industries 
have announced their intention of 
continuing to market in exactly 
the same manner as though the 
code were still effective depending 
for compliance upon the integrity 
of the individual industry mem- 
bers. 

Those industries whose codes 
embraced open price publication 
were able for the first time to 
effectively correct the evil of the 
confidential and the secret rebate. 
They are going to be very reluc- 
tant to forego the progress made 
in the abolition of the most seri- 
ous menace to the preservation of 
market stability. A well sustained 
effort will be made to retain stable 
markets mutually beneficial to 
both manufacturer and distributor. 

Undoubtedly the clipping of the 
wings of the Blue Eagle will again 
renew the urge on the part of cer- 
tain of the buyers to regain what- 


[: the past few years, we have 
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ever personal advantage they felt 
was being enjoyed under the old 
system of rugged individualism. 
The buyer need not flatter himself 
that the manufacturer is passing 
out personal privilege to the hal- 
lowed and favored few. Resump- 
tion of the use of the chisel and 
the forcing of the return of the 
confidential can only result in dis- 
turbed markets and cut prices. 
The writer has yet to hear of the 
confidential that was ever kept. 
*Twas ever employed in an effort 
to gain advantage over a competi- 
tor or to go hunting far afield in 
some competitor’s rightful pre- 
serve. 


A Fair Margin of 
Profit 


A calm survey of the past sev- 
eral months should convince a 
very large proportion of buyers 
that they have not, under codes, 
suffered as far as their ability to 
buy profitably is concerned. Firm 
markets have made for better con- 
trol of resale prices which in the 
end controls the distributors’ mar- 
gin. At the same time most 


buyers will agree that with very 
rare exceptions their various 
manufacturer friends have con- 
tinued to price their products 
fairly and on a basis that returns 
a fair margin of profit to all. 
Viewing NRA in an impartial 
manner without personal or politi- 
cal prejudice, we must all agree 
that there has been a certain 
measure of recovery under it in 
addition to improved wages and 
hours of labor but most important 
of all, the abolition of child labor. 
Unethical buying practices can do 
much to nullify these gains with 
the attendant danger of serious 
eventualities which may jeopar- 
dize the progress made thus far. 
It is to be hoped, therefore, that 
the improved buying ethics estab- 
lished under codes may be re- 
tained and that we are not to see 
a revival of the buying tactics of 
the old firm of “Whittle and 
Chisel, Inc.” Distributors have 
always demanded a well defined 
and clean cut “Policy of Sales” 
from the manufacturer. This is 
the opportune time for the estab- 
lishment of a definite “Policy of 
Buying” by the distributors. Fair 
buying tactics will make possible 
of accomplishment the desire of 
the manufacturers to maintain 
stable prices fairly placed. Better 
mutual understanding between 
buyer and seller cannot fail to be 
beneficial to both groups. When 
our much sought return to pros- 
perity does arrive let’s make sure 
it is not of the “profitless” stripe. 


Editor’s note:—Mr. Wallace, with long experience in the hardware industry, 
takes a decidedly opposite view on price control than that expressed, in this 
issue by Robert W. Irwin on Page 33. Mr. Irwin is unalterably opposed to 
any form price fixing. Readers are invited to comment, for publication, either 
for or against the opinions expressed by these two contributors. 
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66 HREE fundamental meth- 
ods in selling paints may 
be attributed to the fol- 
lowing,” says W. C. Lyon, of Dur- 
ham, N. C., “quality, a well-known 
line, balanced stock, and displays. 

“1. Nationally advertised: We 
carry two complete lines of paint 
in stock. These two brands of 
paint are well known, having been 
tested and tried by all leading 
painters for years. It is much 
easier to sell a well-known quality 
product when one is thoroughly 
familiar with the merchandise. 
Our sales force has been instructed 
to use the following method when 
selling this quality paint: 

“A. The labor charge for ap- 
plying Quality Paint is no more 
than the labor charge for ‘Cheap 
Paint.’ B. The average coverage 
for a gallon of Quality Paint is 


36 


COCOCCOOOOOCO OOO OOO 


Mi} ‘ : 
CSET EGE “ OY : : 





MAA ANAM AAA 


LO RAAP AAA AA AA AAA 
vee OOO) 


+rnvnny 
OOOO 
HHNIDRUOHTEUENH UL DOLEHHUELOHHT OL ESUL TTL LULLLLLLLLLTL ELUTE TTYCEVYTUTUNTENUNNNNTNNNUE 
DYYXEKKKHHYXXKKKARHLRKRA KH LHRRA HHH KA HHH HLO HH HHLO II IHL I IIT 
NSS, A, 
sypennenees 


vente neusnenentenee 
VA NYY NY 
0 


‘ AAA AAARAD 
POLL es seTTTTHTHt ttt) 
DAMA saeee WAM WO COO AA 
MA} see NAA OOCCOC CO MRRRCCOOOGUEOOO OOO OOO 
‘f DOCOMO K RELL KOLA K 
BACCO OOOO COO OOO OOOO OA 

‘ DOC OOLOEXCX CYRIL KY KX YYY) 
a) eetennes 
WOOO 44 
. DOO 
MAM AMAR 
COOOL AE 
OO 
DOO 
Feeeeaaeeeens 


08 
OY) 
COO Ra 
SUNPN TEED, 
ih) 
‘ 
sits ar 
yee AAA 
COCO 
DOOD 
‘ 


gees, 

COORD 

A ANY 
LAY 








W.C. Lyon Co., Durham, N. C. 


HARDWARE AGE 



























neneyey, 
eevee 
' 
















“ae 
vane arent 
oa PYAAR 













SY ai Y Uy ii AAA 
TR ites vs He ve ag 
WY 1 Wr 8 Oa 

ue iinhinsisedhatub BS ivectverti Dy inte ed tinea cbt 





4 My 
KY M 
TN “ne bd tae MAMA Ny ve 
o WY seeneeae a ate 
tee 





uy 
ty wn 





Wy 
j 
Ae isda Ach dn ade bist teil eos 


GET YOUR FALL 
OUSECLEANING 
NEEDS Now! 





oy 
La Bai Wa 
1h) MUUneeteadth 



























VACATIONS OVER 
AND THERES WOR 


= 


= 
= 















=== 
- 







SS 
SSS 
— 


= 









> 


























Ss 











= 


Ss 


SSS 













SS 
== 







































































Hee 
















































































" a I SERPTIFIFITTTITITITITTTTTTTTTTTT TTT TTT? ae 5 
FENENTETU TST IN UNIV TN TN TENET TE EEENUA HEE NEE EUUAEHUNEN EEN TEREEE NN TEEUUEETTEEULTEEENS YET VNTVELETUUN TEN TEUUNTEEETVCUNEETVTUNV EV IVUUN NEVI VVUV VENI TUTTE TETVUTV TTT ANET COTTAGE Oy On 

NA MMH i} ii " LEE SS HAHA SIODESEEAUANISSISUTUAEAAAAUANSUSSIEEAEAC OSSD TIEREUE ARGUS TDDREAECEESSSNSSSAURAMAUAESSOOOSOOLEAEEEEE SSS ee “ 
H400e8 PRAYER TOTTI TIT sysvvevrvevusrounsvouueunuenunavuuiaelntielieUMUU UOMO ‘ 

AMHR ETK PHYA XH HGS HY, DM NNER ANY vit AAA NM a Hilt AYN iy) LOO LEN 

ty i) 

pate wcities AY saneeeeeverees WY) ROT nei WAAAY YY) 
ry) y ’, CORO , PITT Wy) "i " ee DX 
iy) LY D . YOY POA PTL Mi PRR I 
rh Ware tells PE PENNY eee POOH XL TO) PENA COA 
iY) DANONE they OUI, ane ereeens PITY eee MC 

i nt THSNG on is PL FE ee cigy BASE HAAN 

iy “ee BASRA AO RYN “Wy COON 

ry Miisiiveriany ‘ vy PR BM 
DOA ansnnndd 000 BU AN 

Ceili By 












OO 
IN ine sHiiiiann 







pespeneveeerrvensseeey Wii 








( RENO Oy DOO ARRAY OOOO 
y COAL LAY FR i Ra ANY SE ROY 
ais EE AY AY LLL LLL LLL LLL 


Selling 


40 square yards (two coats). For 
the average 500 square yard house 
this means 121% gallons. C. The 
cost of applying ‘Cheap Paint’ is 
exactly the same as Quality Paint, 
usually the labor cost is three- 
fourths of the job. D. The aver- 
age coverage of a gallon of ‘Cheap 
Paint’? is 30 square yards (two 
coats). For the average 500 
square yard house this means 
16 2/3 gallons. While Quality 
Paint will last 5 years and 
‘Cheap Paint’ only 214 years, one 
can readily see the better-grade 
paint is less expensive and the 
best buy. It is certainly better to 
sell a well-known quality product 
at all times. 

“2. Balanced stock: It happens 

(Continued on page 82) 


A clever display made of paper plates 
and other picnic equipment. 
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New Britain, Hardware City, 





The joint exhibit of the Stanley Works, the Stanley Rule & Level Plant, and the Stanley Chemical Co. The Magic Door 


EW BRITAIN, CONN., 
| \ known as the “Hardware 

City of the World,” in the 
week of July 22, had several spe- 
cial celebrations to tie-in with the 
Connecticut Tercentenary festivi- 
ties. One such event was the finest 
industrial exhibit ever staged in 
the city, held in the State Armory. 
Even the local residents were 
amazed to see the wide variety of 
products manufactured in their 
home town. The displays proved 
to be equally as interesting to the 


was one of its leading features. 


many out-of-town visitors who 
viewed them. 

On entering the exhibit, the first 
display of particular interest to 
hardware men was a showing of 
a new line made by a long estab- 
lished manufacturer of hardware 
—the Corbin Cabinet Lock Co. 
The new line of bar and dispensing 
equipment, was displayed as if it 
were ready for actual use. Adjoin- 
ing this, was the remainder of the 
American Hardware Corporation’s 
exhibit. In this exhibit, the dis- 


plays of the Corporation’s four 
domestic divisions, the Russell & 
Erwin Mfg Co.; P. & F. Corbin; 
Corbin Cabinet Lock Co., and the 
Corbin Screw Corporation, were 
shown in separate booths. 
Products in the Corporation’s 
exhibit included builders’ hard- 
ware, door locks, door checks, 
garage hardware, cabinet locks, 
padlocks, keys, letter boxes, post 
office interior woodwork and lock 
boxes, the new line—tavern, hotel 
and club equipment, screws, nuts, 


The exhibit of the American Hardware Corporation included displays of the products of four of its five divisions: 
Russell & Erwin Mfg. Co.; P. & F. Corbin; Corbin Cabinet Lock Co., and the Corbin Screw Corp. 
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bolts, chains, speedometers, etc. 

Directly opposite the exhibit of 
the American Hardware Corpora- 
tion was the joint exhibit of the 
Stanley Works, the Stanley Rule 
& Level Plant, the Stanley Eleciric 
Tool Division, and the Stanley 
Chemical Co. The joint Stanley 
exhibit embraced overhead garage 
doors, finishes and lacquers, con- 
struction toys, electric and hand 
tools, butts and hinges, garage 
sets, clothes line hardware, closet 
hardware, garden tools, etc. 

One novel feature of the joint 
Stanley exhibit was a 300 pound 
butt which was first displayed in 
1876, while another was the Magic 
Door. Thousands stood mystified 
watching this door open as any- 
one approached, and close after 
the person had passed through. 
The photo electric cell controlled 
equipment of the door still holds 
the average person spellbound. 

Landers, Frary & Clark, well 
known for its Universal prod- 
ucts, had a large display which 
was the Mecca for every housewife 
who visited the Armory. The 
company’s new refrigerators, and 
many of its table appliances, 
washing machines, vacuum clean- 
ers, electric ranges, and various 
electric cooking and heating de- 





Exhibits for State Tercentenary 
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All Photos Courtesy New Britain Herald 


The North & Judd Mfg. Co. display embraced a complete showing of saddlery 
hardware, upholstery nails, and many other small metal products. 


vices, as well as cutlery items, 
were shown in the display. 

Other displays of interest to 
hardware men were: The Skinner 
Chuck Mfg. Co., displaying piston 
rings and machine tools and 
chucks. The G. E. Prentice Mfg. 
Co., one of the world’s largest 
manufacturers of zipper fasteners, 
displayed that line, as well as some 
of the 10,000 different sheet metal 
and wire goods articles now being 
made by the company. The Hart 
& Cooley Co., under the new 
name of the Tuttle & Bailey Mfg. 


Co., showed their cast tablets, steel 
lockers, furnace regulators, 
shelves, registers, etc. The Union 
Mfg. Co., displayed hand chain 
hoists, chucks, and grey iron cast- 
ings. The North & Judd Co., said 
to be the largest manufacturer of 
saddlery hardware in the world, 
had an elaborate display of such 
items. Other lines made by the 
company, including upholstery 
nails, and can openers were also 
shown. 

In smaller booths were the dis- 

(Continued on page 74) 


The attractive display of Universal products by Landers, Frary & Clark was a powerful attraction to women visiting the 
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industrial exhibit. 
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A5,000 
Become 


VERYBODY in the Cleve- 
E land, Ohio, area was invited 

to attend the third annual 
picnic of the Eagle Hardware 
Stores on July 24, 1935. The 
party was held at Euclid Beach, a 
favorite family picnic spot for 
more than 50 years. As a general 


Photos Courtesy The Cleveland Press 


Where you have people you 
have retail business. These 
photos from the third an- 
nual picnic of the Eagle 
Hardware Stores, Cleveland, 
Ohio, show a small part of 
the 45,000 persons who 
crowded Euclid Beach, 
Cleveland, July 24, as 
guests of the Eagle stores. 
They can’t avoid knowing 
the Eagle stores and that the 
hardware business general- 
ly is a factor in their daily 
lives and a good source of 
supply for their daily needs. 
President Jack Blaser head- 
ed the committee and was 
assisted by James Yusko, 
Lou Manthey, Horace Dunn, 
George Curry and George 
Eisenberg. 
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O0} Cleveland Consumers 
me| Hardware Store Conscious 


Cleve- promotion idea for the retail hard- 
nvited ware business it was a sure-fire 
innual winner. More than 183,000 tickets 
dware were distributed through the 80 

The Eagle stores. The Cleveland 
ach, a Press carried news stories and an 
tt for advertisement on the subject. The 
eneral tickets provided five free rides in- 


cluding the merry-go-round, horse 
race, old mill, etc. Dancing was 
free and available from 10 a. m. 
to midnight. Whole families were 
present with their basket lunches. 
Many husbands joined the party 
after working hours. At noon time 
approximately 45,000 persons 
were clocked at the various gates. 
It was a real old-fashioned fam- 
ily picnic, seldom seem among 
the major metropolitan cities, and 
goes to prove that people are still 
the same kind of folks no matter 
where they live. They respond to 
the same pleasures and diversions 
and also like to “get something for 
nothing.” Postal regulations do 
not permit an explanation of the 
distribution of 1300 prizes. 
These annual picnics supple- 
ment the every week cooperative 
newspaper advertising of the 
Eagle group and keep these retail 
hardware stores before the public. 





It wouldn’t be a picnic without a few lost kiddies. President Jack Blaser of the Eagle stores keeps them happy while the 
public address system nearby tells the world that Jackie Brown has been found and is awaiting his mother at the plat- 
form. The crowd pictures and the foot races tell their own story. 
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LETIGRS to the EDITOR 


The American Institute of Fair 
Competition 


PHILADELPHIA, Pa.—Last summer 
I was in Cambridge, Mass., with my 
boy. I stopped in at a good retail 
hardware store on Harvard Square 
to find out what the proprietor 
thought of us. He got started on 
the competition of the chain stores 
and the catalog houses. I told him 
that we did not sell them and that 
we would cut anybody off who did 
sell them Plumb Tools or Axes. He 
replied, “That’s what they all say,” 
and in spite of my assurances 
seemed very doubtful whether we 
were not getting some _ business 
from them some way. 

For some years we have been tell- 
ing our customers, the hardware 
jobbers, that we do not sell chain 
stores or catalog houses anything of 
any kind under any name either di- 
rectly or indirectly, and yet we find 
even some of them don’t seem to 
appreciate that this is an absolute 
fact. We have tried to get this mes- 
sage to the retailers in various ways 
but yet, after all these years’ effort, 
there are only a small proportion of 
the hardware retailers who actually 
know and believe that Plumb does 
not sell anything at all to any chain 
store or catalog house. We mention 
this outstanding feature of our sales 
policy as a striking illustration of 
how difficult it is for a manufacturer 
who really has a sales policy that 
is fair to the hardware trade, both 
wholesale and retail, to get credit 
for it. 

We consequently eagerly wel- 
comed the opportunity offered by 
membership in the American Insti- 
tute of Fair Competition to get to 
the retailers of the country as well 
as the wholesalers, in such a way 
that it must carry conviction, the 
knowledge that we were playing 
fair with them in all our dealings. 
We could not dare to have widely 
published a statement that would 
be perjury, such as would be the 
case if the sworn statement of our 
sales policy made to the American 
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Institute of Fair Competition were 
not absolutely true. We hope and 
confidently expect that through the 
confidence inspired by our announce- 
ment in such an undoubtable form, 
we will receive a benefit through 
the support of the retailers that 
will repay us and our wholesale 
customers for the efforts we have 
made to keep the distribution of 
hardware in the old _ established 
channels, that we consider render 


the most efficient service to the con- 
sumer. 
Fayette R. Pius, President, 
Fayette R. Plumb, Inc. 





Of Much Value to Reader 


Rockrorp, Itt.—I suppose let- 
ters other than criticism are unusual, 
but I have been catching up on 
some of my trade paper reading 
and want to commend you on “Just 
Among Ourselves” in the July 18 
issue of HARDWARE AGE. 

Suggested matter such as you of- 
fer on this page seems to me of 
much value to the reader. 

A. E. ALVERSON, Secretary, 
Greenlee Tool Co. 





Should Come to Atlantic City Day Earlier 
to Get Action on Competitive Situation 


Kansas City, Mo.—In my humble 
opinion, hardware manufacturers of 
the nation should think seriously on 
what the future holds for them. To 
check the ownership of the sources 
of supply from whom we purchase 
is a tremendous task. Frequently, 
we are shocked and surprised to find 
that certain items of merchandise 
are purchased from factories owned, 
controlled or subsidized by large 
mail-order houses or national chains. 

The time has arrived for whole- 
sale houses and independent manu- 
facturers to cooperate in the dis- 
tribution of commodities and to re- 
build the independent merchants, 
creating in the minds of the public 
consumer that the independent 
stores carry quality merchandise at 
competitive prices. 

For the last decade, national 
chains, mail-order houses and cut- 
price stores have received preferen- 
tial prices and advertising allow- 
ances, placing them in a position 
to use the power of the press in 
selling the consumer the idea that 
that class of retail outlets sell for 
less. 

This nation has a social problem: 
Unemployment, low real estate 
values, and undoubtedly a lower 
wage scale will be put into effect 


by these same outlets that advertise 
in a big way, “Come to our stores 
and save money.” 

The slide-rule of economics proves 
that our people must have employ- 
ment and must support themselves. 
Certainly the monopolistic condition 
which we are facing should be 
checked, and it is up to the indepen- 
dent manufacturers and wholesalers 
of the nation to, through competitive 
prices, protect the independent re- 
tailers. 

It has been said by some that the 
independent dealers can more than 
hold their own against chain store 
and mail-order price competition at 
prices even in excess of 10 per cent 
higher than those advertised by the 
chains on comparable lines. In 
making a careful study throughout 
the Mid-West, I find the fallacy of 
this theory in our price study by 
the ever-increasing volume of the 
national mail-order and chain stores. 
Independent retail dealers must posi- 
tively sell comparable lines at the 
same prices. 

I sincerely hope that the national 
convention (in Atlantic City, N. J., 
Oct. 21 to 24) will devote the 
greater part of its time to this para- 
mount problem. 

Regarding ammunition and wire 
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cloth, I believe the wholesalers of 
the nation are more to be criticized 
than the manufacturers. I am of 
the opinion the manufacturers of 
these two commodities have, so far 
as they can, really attempted to pro- 
tect the-profits of wholesalers, but 
we, wholesalers, are made up of the 
same fiber as our manufacturers— 
every wholesale house is ambitious 
to corral all the business and, 
through greediness, to obtain vol- 
ume, the two commodities in ques- 
tion have been used as a “football.” 
This year, conditions have been so 
bad that there is practically no profit 
for the distributor in the ammunition 
line, and very little on wire cloth. 

I would like to see all distributors 
who make the trip to Atlantic City 
arrive there a day in advance and 
make definite arrangements to ap- 
pear before the Manufacturers’ As- 
sociation and forcibly place before 
them full facts of existing market- 
ing conditions. After the price 
study we have made, we are fully 
prepared to state facts and predict 
what it will mean in the next dec- 
ade unless we have the cooperation 
of the manufacturers and a discon- 
tinuation of their discriminatory 
prices in favor of mass buyers and 
unethical practices which exist in 
other preferences. 

Our volume is improved, and we 
expect, on the turn of the year, to 
show a nice increase, but in our at- 
tempt to maintain dealers on a com- 
petitive basis, our net profits will be 
problematical. 

J. E. Woopmansee, Treasurer, 


Richards & Conover Hardware Co. 


A Question to Mr. Rinehart 
on Permissible Stabiliatzion 


GreensBoro, N. C.—I was very 
much interested in Mr. Rinehart’s 
article on stabilization in your Aug. 
Ist issue, but is one to infer from his 
argument that any one may refuse 
to sell any one else at any time? 

To be a bit more concrete, may an 
ordinary jobber refuse to sell any 
dealer that he sees fit, even though a 
catalogue of that jobber’s line is in 
the hands of that retailer including 
prices? 

If a jobber were to desire to dis- 
continue selling a price cutter who 
was demoralizing the trade could he 
do so without any fear of prosecu- 
tion? 

If you will kindly ask Mr. Rine- 
hart to answer this question I assure 
you it will be greatly appreciated. 


W. C. Harpison, Manager, 
North Carolina Master Printers’ 
Association, Inc. 
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Mr. Rinehart Answers 
Query from Mr. Hardison 


PuitapeLtpuia, Pa.—Mr. Hardi- 
son’s first question is—‘‘May an or- 
dinary jobber refuse to sell any 
dealer that he sees fit, even though 
a catalogue of that jobber’s line is 
in the hands of that retailer includ- 
ing prices?” 

I do not think a jobber is com- 
pelled to sell a retailer just because 
that retailer happens to have the 
jobber’s catalogue. You will un- 
doubtedly find that in many, many 
cases concerns who distribute cata- 
logues subsequently decline to sell 
buyers or retailers to whom they 
were originally sent for a number of 
reasons. For instance, the buyer’s 
credit status may have changed and 
the seller be unwilling to extend 
credit. The buyer might become an 
undesirable customer by reason of 
unjust returns, claims for credit, al- 
lowances or a number of other rea- 
sons. Under the law of contracts a 
contract does not exist without two 
definite elements, namely, offer and 
acceptance. 

Mr. Hardison’s second question 
about refusing to sell a price cutter 
is, in my opinion, fully answered by 
the Court’s decision quoted under 


the sub-heading “The Right To Re- 


fuse To Sell Equally Clear.” (See 
full text of article H. A. Aug. 1, 
1935, page 40.) 

In the Colgate Case the Court held 
“a manufacturer may legally refuse 
to sell his products to a dealer who 
cuts prices.” This is equally true of 
a wholesaler. Like opinions were ex- 
pressed in the Beech-Nut and Ameri- 
can Tobacco Company cases. 


The only exception is where re- 
fusal to sell is for the purpose of 
creating or maintaining a monopoly, 
but this, of course, would not apply 
to transactions in the ordinary 
course of business. 

I think it should be distinctly 
understood moreover that where a 
wholesaler has a definite contract 
with a retailer to furnish specified 
merchandise and refuses to fulfill 
that definite contract for any rea- 
son, he might be subject to action 
for damages. In cases where speci- 
fied contracts exist and the buyer 
cuts the prices, it would probably 
be wise for the seller to conclude the 
contract and then refuse to continue 
business relations with the buyer. 


Henry R. RINEHART, 


Secretary-Treasurer, 
The National Supply and Machinery 


Distributors’ Association. 
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The Master 
INSTALLMENT CHART. . 





























Investment required to 
(These three columns refer finance credit business. 
rt 3 ee emg ai Stated as a percentage of the total annual credit sales, includ- 
ing down payments. 
(1) (2) (3) (4) (5) (6) (7) (8) (9) (10) 
Average 
Number| months 
months; money | Collection ; 
to pay is out- percent- ||| Nodown| 10% 15% 20% 25% | 33.3% | 40% 

out standing age % payment] down | down | down | down | down | down 
1 1 100.0 8.3 7.5 7.1 6.7 6.3 5.6 5.0 
2 1.5 66.7 12.5 11.3 10.6 10.0 9.4 8.3 7.5 
3 2 50.0 16.7 15.0 14.2 13.3 12.5 11.1 10.0 
4 2.5 40.0 20.8 18.8 17.7 16.7 15.6 13.9 12.5 
5 3 33.3 25.0 22.5 21.3 20.0 18.8 16.7 15.0 
6 3.5 28.6 29.2 26.3 24.8 23.3 21.9 19.4 17.5 
7 4 25.0 33.3 30.0 28.3 26.7 25.0 22.2 20.0 
8 4.5 22.2 37.5 33.8 31.9 30.0 28.1 25.0 22.5 
9 5 20.0 41.7 37.5 35.4 33.3 31.3 27.8 25.0 

10 5.5 18.2 45.8 41.3 39.0 36.7 34.4 30.6 27.5 

11 6 16.7 50.0 45.0 42.5 40.0 37.5 33.3 30.0 

12 6.5 15.4 54.2 48.8 46.0 43.3 40.6 36.1 32.5 

13 7 14.3 58.3 52.5 49.6 46.7 43.8 38.9 35.0 

14 7.5 13.3 62.5 56.3 53.1 50.0 46.9 41.7 37.5 

15 8 12.5 66.7 60.0 56.7 53.3 50.0 44.4 40.0 

16 8.5 11.8 70.8 63.8 60.2 56.7 53.1 47.2 42.5 

17 9 11.1 75.0 67.5 63.8 60.0 56.3 50.0 45.0 

18 9.5 10.5 79.2 71.3 67.3 63.3 59.4 52.8 47.5 

19 10 10.0 83.3 75.0 70.8 66.7 62.5 55.6 50.0 

20 10.5 9.5 87.5 78.8 74.4 70.0 65.6 58.3 52.5 

21 11 9.1 91.7 82.5 77.9 73.3 68.8 61.1 55.0 

22 11.5 8.7 95.8 86.3 81.5 76.7 71.9 63.9 57.5 

23 12 8.3 100.0 90.0 85.0 80.0 75.0 66.7 60.0 

24 12.5 8.0 104.2 93.8 88.5 83.3 78.1 69.4 62.5 
































Formula For Chart 


Column 1 shows number of equal monthly pay- The figures in Column 5 are 90 per cent of those 
ments to be made. in Column 4; those in Column 6 are 85 per cent of 
To find Column 2, add one (1) to figures in those in Column 4; Column 7, 80 per cent; Column 8, 
Column 1, then divide by 2. To find Collection Per- 75 per cent; Column 9, 66.7 per cent; Column 10, 
centage, Column 3, divide figures in Column 2 into 60 per cent of Column 4. The investment figures 


100 per cent. for any other down payment may be found by multi- 
To find Column 4, multiply figures in Column 2 plying the percentages in Column 4 by the difference 
by 81/3 per cent. between the down payment and 100 per cent. 


All rights reserved. Murray C. French 
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A worth-while Lesson in Arithmetic 


ET’S see if we can help a cer- 
tain hardware dealer who 
finds himself in a predica- 

ment rather common to most re- 
tailers. 

He says: “Of course a good 
share of my business is done on 
credit, both ordinary open credit 
and installments. I try to make 
terms to suit the customer. But, 
honestly, I have little definite idea 
of the actual difference between 
the various terms I give—I mean 
from my own financial stand- 
point.” 

The answer to this dealer’s im- 
plied question is embodied in the 
Master Installment Chart. It tells 
exactly what investment is re- 
quired to finance any set of credit 
terms. While this chart is self- 
explanatory, yet it is not easy to 
grasp at one glance. So we shall 
explore its details a bit. 

To begin with we shall presume 
the business under discussion has 
enough capital to finance itself 
on a cash basis. When any credit 
business is done we all know that 
additional capital is required to 
finance this business in order to 
keep the stock replenished as sales 
are made. 

How much additional? Simply 
the amount of the accounts re- 
ceivable, as we all know. So what 
we want to discover is how much 
the accounts receivable will 
amount to under various terms. 

Suppose every debtor paid his 
account in thirty days. It is plain 
that the accounts receivable would 
average one-twelfth, or 81/3 per 
cent, of the annual credit business. 
And in that case the collection per- 
centage would be 100 per cent, 
for we always find the collection 
percentage by dividing the col- 
lections during the month by the 
accounts receivable at the begin- 
ning of that month. 

However, if our open credit is 
paid in two months instead of one, 
then our average collection per- 
centage is 50 per cent (nothing 
the first month and 100 per cent 
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* the second), and the investment 


in accounts receivable is 16.7 per 
cent of the annual credit sales (2 
times 81/3 per cent). 

If our open credit sales are 
outstanding three months, we have 
a 33.3 collection percentage and 
an investment’ amounting to 25 
per cent of the annual credit sales 
(3 times 81/3 per cent). And so 
on down the line as shown in the 
second, third and fourth columns 
of the chart. 


Necessary Investment 


Thus we see the necessary in- 
vestment can be figured from the 
collection percentage by the fol- 
lowing method: 

1. To find the average number of 
months credit sales are outstand- 
ing (Column 2), divide the aver- 
age collection percentage into 100 
per cent. 

2. Multiply this number of 
months by 8 1/3 per cent to find 
what percentage of the annual 
credit sales will be required as an 
investment to carry those sales— 
when there is no down payment. 
See Column 4. 

3. But suppose there is a down 
payment of 10 per cent. Obvious- 
ly the investment will be only 90 
per cent of the amount required 
with no down payment. These 
figures are shown in Column 5. 
If 15 per cent is paid down, only 
85 per cent of the no-down-pay- 
ment investment is needed. A 20 
per cent down payment reduces 
the necessary investment to 80 per 
cent, and so on, as the succeeding 
columns show. 

With any other down payment 
the investment required may be 
figured by multiplying the figures 
in Column 4 by the difference be- 
tween the down payment and 100 
per cent. 

To make use of the chart, sup- 
pose we do a $16,000 annual in- 
stallment business on terms of 20 


per cent down with ten months 
time on the balance. Financing 
this business requires $5,872 
(36.7 per cent of $16,000). If we 
sell $7,000 on terms of 15 per 
cent down and six months to pay 
out we will need $1,736 (24.8 per 
cent of $7,000) to finance those 
sales. 

Of course in actual practice 
hardly any hardware store sticks 
to only one set of terms. Pay- 
ments are varied according to the 
item sold and the circumstances of 
the customer. So the investment 
required hinges on the actual col- 
lection percentage, which in reali- 
ty reflects the “average” of all the 
various terms made. 

Possibly we are getting ahead 
of our story, for it may not be 
clear just what is the distinction 
between Column 1 and Column 2 
of the chart. 

The first column _ represents 
simply the length of the contract, 
or the number of equal monthly 
payments to be made. That is the 
starting point of all this figuring. 
The second column shows the 
average time the money is out- 
standing. 

For example, under a seven- 
month contract part of the account 
is paid in a short time, part in a 
long time. Four months is the 
“middle point” from both a time 
and a money standpoint. It is the 
“average.” In other words, if all 
our accounts were on a seven-pay- 
ment basis we would have just as 
much operating capital as we 
would have if we sold only on 
open credit to be paid in one 
lump at the end of four months. 

To find this “average” time 
simply add one to the contract 
time and then divide by two. Com- 
pare the first two columns all the 
way down and see how that rule 
works out. For instance, suppose 
an account is to be paid in eight 
equal monthly payments. Add 
one to eight, making nine. Divide 
nine by two and we find four and 

(Continued on page 72) 
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Hardware Age Special Arrives Atlantic City 
Sunday Morning—Leaves Chicago Sat. 2 .P.M. 
Convention Hotels Report Heavy Registration 


Special through train to At 
hardware wholesalers and 


changes at North Philadelphia. 


rates available. 
diate hotel reservations. 





lantic City Convention of 
manufacturers will leave 
Chicago, Saturday, Oct. 19, 1935 at 2 p. m. for ar- 
rival at Atlantic City on Sunday morning. Via Penn- 
sylvania, this special, air-conditioned train avoids 


Special round-trip 


Delegates are urged to make imme- 
Convention dates, Oct. 21 


to 24, 1935. 


Approximately 150 hardware 
wholesalers, manufacturers and | 
their families came to the 1934 
Atlantic City convention § on | 
board the HARDWARE AGE 
SPECIAL. The success of this | 
through train obviating the an- | 
noying change at North Phila- | 
delphia, has prompted this pub- | 
lication to sponsor a similar spe- 
cial train for the coming Octo- 
ber convention. It is planned to | 
have the special leave Chicago 
Saturday, Oct. 19, 1935, at 2 | 
p.m., to place the delegates in 
Atlantic City, N. J., Sunday | 
morning, Oct. 20. The conven- 
tion opens Monday night, Oct. 
21, so that this schedule sate | 
vides two full days to enjoy the 
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seashore before the opening ses- 
sion. The 1935 special train 
will be air-conditioned through- 
out and the Pennsylvania Rail- 
road promises the latest and 
most complete modern transpor- 
tation and dining car services. 
Arrangement will be made for 
connections from St. Louis, In- 
dianapolis, Cleveland and Pitts- 
burgh. Delegates coming from 
points west of Chicago may route 


| themselves via the HARDWARE 


AGE SPECIAL when purchasing 
round trip tickets. Special con- 
vention round trip rates will be 
available as before and will per- 
mit the customary stop-overs and 
optional return routes. Further 
data will be made available at 








an early date as will identifica- 
tion certificates. 

It will be the forty-first annual 
convention, of the National 
Wholesale Hardware Association 
and the seventy-first semi-annual 
convention of the American 
Hardware Manufacturers’ Asso- | 
ciation. Headquarters will be at | 
the Marlborough-Blenheim Hotel 
and the dates are Oct. 21 to 24. 
The convention headquarters ho- 
tel and the nearby Claridge and 
Dennis hotels report heavy ad- 
vance reservation for the hard- 
ware convention. As there will 
be another major convention in 
Atlantic City the same week, all 
deiegates are urged to make 
their reservations immediately. | 

Secretary-treasurer George A. | 
Fernley, National Wholesaler | 
Hardware Association, 505 Arch | 
St., Philadelphia, and Secretary- | 
treasurer Charles F. Rockwell of 
the American Hardware Manu- | 
facturers’ Association, 342 Madi- 
son Ave., New York City, are 
preparing their joint and sepa- 
rate programs. These officials | 
will soon release the special | 





| ASSOCIATED INDUSTRIES 


NAME ROY F. WILLIAMS 


Roy F. Williams, Brookline, 
Mass., formerly treasurer and di- 
rector of the Ames Shovel & Tool 
Co., has been appointed general 
manager of the Associated In- 
dustries of Massachusetts. Mr. 
Williams is vice-president of the 
Executive Club of the Boston 
Chamber of Commerce and is as- 
sociated with Warren Bros. Co., 
Boston, general contractors, as 
assistant general manager, direc- 
tor and assistant to Charles R. 
Gow, president. He is to retain 
his directorship with Warren 
Bros. and the Sanborn Co. of 
Cambridge, Mass., manufactur- 
ers of diagnostic apparatus. 

Mr. Williams, who is 43, was 
graduated from Yale in the Class 
of 1915 and for 10 years after- 
wards was associated with the 
staff of Vanity Fair. In 1920 he 
was named to an important posi- 
tion with R. H. Hoe & Co. by 
the Guaranty Trust Co. of New 
York, after which he came to 
Boston in 1925, with the Ames 
Shovel & Tool Co. 

Mr. Williams holds decora- 
tions from the governments of 
both France and Belgium. He 
served in the Navy during the 
war, and as aide to King Albert 
and Queen Elizabeth when they 
toured the United States. He 
later escorted Leopold of Bel- 
gium, when he waa Crown 
Prince, through the industrial 
systems of the country. 





JAMES K. LEWIS TO 
OPEN GUNSMITH SHOP 


James K. Lewis has resigned 
his position as salesman for the 
state of Arkansas with the Win- 
chester Repeating Arms Co., 
New Haven, Conn. He had been 
with Winchester for 28 years and 
now will open a gunsmith shop 
and stock of sporting goods at 
111 W. Third St., Little Rock, 
Ark. 








railroad identification certificates 
providing fare and one-third on 
round trip tickets. Both secre- 
taries will welcome delegate lists 
at the earliest possible date. 

Further data on the HARD- 
WARE AGE SPECIAL will be 
announced as available. A folder 
giving all details is being pre- 
pared and will be distributed 
within two weeks. 


HARDWARE AGE 








= lh 


| > | 


VARE 


—— 
/E FOR 
a F 
TES 
.MS 


kline, 
id di- 
Tool 
neral 
1 In- 
Mr. 
f the 
oston 
is as- 
Co, 
Ss, as 
lirec- 
os R. 
etain 
arren 
0. of 
ictur- 


was 
Class 
after- 
- the 
0 he 
posi- 
» by 
New 
e to 
(mes 


cora- 
s of 
He 
the 
lbert 
they 
He 
Bel- 
rown 
trial 





AGE—WHILE IT’S NEWS 


THE TRADE 








Executive Changes, Meet- 
ings, 


Current Events in 


the Hardware Trade 
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SUPPLEE-BIDDLE CO. 
ADDS TO SALES FORCE 


A. J. Lande, a salesman well 
known in the hardware trade in 
the New York territory, is now 
associated with the selling force 
of Supplee-Biddle Hardware Co., 
Philadelphia, Pa., manufacturers, | 
importers and wholesale mer- | 
chants. Percy Ettinger, also 
well known in the same terri- 
tory, has joined the company. 


| 





A. J. LANDE 


On July 18, the offices and 
salesrooms were closed for the 
annual employees’ picnic, which 
was held on the grounds of the 
Westtown School, Westtown, Pa. 


| and the members of the sales | 











PERCY ETTINGER 


Prizes were awarded for games | 
in which employees of both sexes | 
took part. A baseball game was | 
played between the house team 
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| lected areas comprising 17 large 
| cities and 258 small cities be- 


convassed. 


| payrolls and net sales for the 


| 500 persons. 


force, the former _ winning. | 
Luncheon and dinner were served | 
and William George Steltz, presi- | 
dent, addressed the employees on 
some of his future plans for fur- 
ther developing the company. 

An announcement was made 
by Mr. Steltz closing the offices 
and salesrooms every Saturday 
for the month of August. 





HARDWARE GOLF ASSN. TOURNAMENT TO BE 
HELD AT EXCELSIOR SPRINGS, SEPT. 12-14 


R. A. Sundvahl, Corbin Screw l 
Corp., secretary-treasurer, Hard- | 
ware Golf Association, 321 W. 
Randolph St., Chicago, Ill., has 
announced that the tenth anni- 
versary golf tournament will be 


| held at the Elms Hotel, Excelsior 


Springs, Mo., Sept. 12, 13 and 
14. Membership applications 


| have been mailed by the secre- 


| tary’s office. 


DAYTON ASSOCIATION 
HOLDS ANNUAL PICNIC 


Dayton Retail Hardware Deal- 
ers Association recently held its 
annual July picnic for employees 
and guests at McGrabb’s Beech- 
wood Grove, Dayton, Ohio. Ap- | 
proximately 100 were present. 

The picnic is an annual affair 
held each year in July. A base- 
ball game, cards and beer were 
enjoyed by all. A chicken din- 
ner was served at noon. Prizes. 
donated by distributors and man- 
ufacturers were given to all. 
There was music throughout the 
day. On the committee were 
Joe Seitz, Charles Depner and 
Wallace Jones. 





$293,000 ALLOTTED FOR 
RETAIL TRADE SURVEY 


President Roosevelt has ap- 
proved an allotment of $293,000 
from the work relief fund to the 
Bureau of Census, Department 
of Commerce, for a national sur- 
vey of retail trade. The survey 
will be based on an enumeration 
of all retail places of business 
numbering about 280,000 in se- 


tween 2500 and 10,000 popula- 
tion, scattered throughout the 
United States. The survey will 
be made by persons drawn from 
the relief roils in the localities | 





Information will be requested | 
on employment for the month 
of June, 1933 and 1935, and on 


month of June, 1934 and 1935. | 
The reports will be edited, tabu- 
lated and summarized by a cler- 
ical force of persons drawn main- 
ly from Philadelphia relief rolls. 
The force will range from 100 to 


As in previous years, the mem- 
bership fee for each individual 
is $3. All fees collected go to 
defray expenses and to buy 
prizes. 

Walter B. Dodge, 
Towne Mfg. Co., 
Conn., is president of the asso- 
ciation and Geo. B. Richards, 
Richards & Conover Hardware 


Yale & 


Stamford, 





Co., Kansas City, Mo., is vice- 
president. 





R. A. SUNDVAHL 








MARK J. LACEY 
AGAIN HEADS PEXTO 
Mark J. Lacey was reelected 

president and general manager | 
of the Peck, Stow & Wilcox Co., | 


Southington, Conn., manufac- 
turers of tools, roller skates, etc., | 
at a recent annual meeting. | 


Other officers reelected are: Chas. 
F. Treadway, vice-president and 
treasurer; Frank L. Wilcox, vice- | 
president; Ralph W. Hurlburt, | 





MARK J. LACEY 


secretary and Samuel C. Wilcox, | 
assistant secretary and assistant 
treasurer. Geo. S. Case continues 
as chairman of the board. 

Coincident with the annual 
meeting, a general sales meeting 
was held at Southington at which 
time two additional salesmen | 
were introduced. 





TOY RATES REDUCED IN 
ILLINOIS TERRITORY 


On Aug. 7, reduction in toy 
rates were effected in Illinois 
Rate Committees territory. This 
reduction is an extension of the 
temporary one-class reduction on 
toys, games and air rifles which 
went into effect on July 15 and 
continues until Dec. 31, 1935, 
throughout the Official Classifica- 
tion territory. 

In previous years the Inter- 


| state Commerce Commission had 


| upheld 


the contention of rail 
carriers that toys were in the 
nature of luxuries, and assessed 
freight rates on toy shipments 
that were felt by the toy indus- 
try to be excessive. With the 
development of long-distance 
trucking in recent years, toy 
manufacturers and their  cus- 
tomers were increasingly routing 
their shipments with truck lines. 

A review of the entire situa- 
tion was presented to the rail- 
road committee having jurisdic- 
tion in official territory by L. E. 
Whitney, Traffic Counsel of the 
Toy Manufacturers of the U. S. 


| A., Inc., 200 Fifth Ave., New 


York, who proposed removing 
toys from the luxury classifica- 
tion in making freight rates. 

The Toy Manufacturers of the 
U. S. A. have begun a campaign 
urging members to cooperate in 
restoring their shipments to rail 
hauls. 
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Philadelphia, held the annual outing of its staff at Westown, on July 18. About 160 


people attended. 








Philadelphia Dealers Held Annual 
Outing At Silver Lake, July 24 


Dealers in and around Phila- 
delphia closed their stores on 
Wednesday afternoon, July 24, 
and went on an outing. They 
took along their families and 
clerks, and the salesmen 
and manufacturers’ representa- 
tives with whom they deal. It 
was the annual outing and din- 
ner party of the Retail Hardware 
Association of Philadelphia—the 
most successful outing the thriv- 
ing Philadelphia retail unit has 
held in years. 

The outing was held at Silver 
Lake, N. J., a few miles outside 
of Camden, on the famous White 
Horse Pike to Atlantic City. 
More than three hundred people 
attended, which was twice as 
many as the committee of ar- 
rangements anticipated the day 
before. 

Under the direction of Secre- 
tary William F. Brown and an 
able committee, a diversified and 
amusing program of sports and 
contests was held in the grounds 
surrounding the Silver Lake Inn. 
The feature event was a baseball 
game between the dealers and 
the salesmen who visit the deal- 
ers in the Philadelphia territory. 
The dealers won a hotly con- 
tested game by a score of 11 to 
9, when the salesmen gave up 
with one more inning due the 
dealers. 

For a series of contests, many 
of them humorous, in which men, 
women and children competed, 
there was a huge collection of 
valuable prizes, mainly donated 
by the manufacturers and job- 
bers. Harry D. Kaiser, as prize 
master, headed a committee 
which secured the hearty coop- 


eration of manufacturers and | 
jobbers. The prize awards were | 





women—first, Mrs. Harry D. Kai- 
ser, second, Mrs. Leon Wach- 
man; babies’ bottle drinking con- 
test— Mrs. Edward Timmins; 
cracker eating contest for chil- 
dren—first, George R. Park, 3d, 
second, “Bus” Kaiser; golf con- 
test for women—first, Mrs. How- 
ard Muth, second, Mrs. Hood; 
centipede race for men—won by 
team composed of Messrs. Kalde- 
nock, Kunz, Loesche, Curry, Park 
and Osbrow. Nail driving for 
women, Mrs. Frank Schempp; 
nail driving for boys, “Bud” 
Park; marshmallow contest — 
first, Mrs. Harry D. Kaiser, sec- 
ond, Mrs. Joseph Weber. 

A number of prominent per- 
sonages in the trade and trade 
bodies were special guests. Er- 
nest Johannesen, president of 
the Baltimore Retail Hardware 
Association, brought greetings, 
Mrs. Johannesen accompanying 
him. W. Glenn Pearce, secre- 
tary of PASHA, and Harry D. 
Kaiser represented the state and 
national retail bodies. Llewellyn 
A. Hoeflich, treasurer of the Sup- 
plee-Biddle Hardware Co.; 
George Smith, sales manager of 
E. K. Tryon Co., and S. Horace 
Disston of Henry Disston & Sons, 
Inc., represented jobbers and 
manufacturers. George Well- 
man of the American Fork and 
Hoe Co., Geneva, Ohio, gave a 
demonstration of fly casting, and 
Nate Engle, veteran hardware 
dealer and fisherman, made the 
best casts of the contestants. 





OBITUARY 


J. A. EBERLE 
J. A. Eberle, president of the 





made by George R. Park, Jr., | Perfection Mfg. Co., St. Louis, 


president of the unit. 

Prize winners in the contests 
included: Watermelon eating 
for men—first prize, Ellwood 


| Mo., since its founding 27 years 


ago, recently passed away after a 
brief illness. It was through his 
inventiveness and under his guid- 


Fisher, second prize, Howard | ance that many improved types 
Muth; watermelon eating for! of grass catchers, nursery acces- 


Ae 





sories and milk bottle containers 
have been available throughout 
the world. 





BEN B. KELLOGG 


Ben B. Kellogg, 78, well 
known paint manufacturer, died 
recently in Santa Ana, Calif. 
Upon his retirement eight years 
ago as a member of the firm of 
R. M. Mason & Co., Mr. Kellogg 
moved to Santa Ana because of 
failing health. His widow, two 
sons and a daughter survive. 





JAMES MICHAEL MURPHY 


James Michael Murphy, 61, 
district manager for a number of 
years of the Dayton Scale Co., 
St. Albans, Vt., died suddenly 
at his residence there, July 26, 
of heart disease. His widow and 
a sister survive. 





ROBERT C. LEEPER 


Robert C. Leeper, 59, of Goff, 
Kan., became ill while vacation- 
ing at Bean Lake, Mo., and was 
brought to Atchison, Kan., where 
he succumbed. Mr. Leeper was 
a traveling, salesman for a St. 
Joseph, Mo., wholesale hardware 
firm for 25 years and also owned 
and operated retail hardware 
stores at Goff, Centralia and Hol- 
ton. His widow and two sons 
survive. 


EDWIN M. ROWE 


Edwin M. Rowe, 61, president 
of the Enterprise Hardware Co., 
Bennettsville, S. C., died July 
10 after a brief illness. Mr. 
Rowe had been one of Bennetts- 
ville’s leading business men for 
more than 25 years. He is sur- 
vived by his widow and two 
daughters. 


EMIL HAMLETT 


Emil Hamlett, 46, member of 
the firm of the Wood Hamlett 
Hardware Store, Italy, Tex., was 
found in a dying condition in 
the rear of the store, July 10. 
He had a bullet hole through his 
head and lived about 20 min- 
utes. 





CHRIS KLOSTERMEIER 


Chris Klostermeier, 86, asso- 
ciated for more than half a cen- 
tury with the Klostermeier Bros. 
Hardware Co., Atchison, Kan., 
died at his home there July 29, 
after several years’ illness. His 
widow and four daughters sur- 
vive. 


J. M. WRIGHT 


J. M. Wright, 64, president of 
the J. M. Wright Hardware Co., 
Calhoun, Ga., died at his home 
Aug. 1 after a long illness. He 
is survived by his widow and five 
sisters. 


GEORGE E. MORROW 


George Edward Morrow, 66, 
one of the pioneer hardware deal- 
ers in Altoona, Pa., died at his 
home there Aug. 1, after a seri- 
ous illness of a month. He had 
been in ill health for several 
years. 


BEN MATTHEWS 


Ben Matthews, 74, associated 
for many years with the Van 
Valkenburg & Matthews Hard- 
ware Co., Huntsville, Ala., passed 
away recently. His widow and 
two sons survive. 


SAMUEL ALLEN 


Samuel Allen, 50, hardware 
dealer at 3510 Central Ave., Los 
Angeles, Cal., was beaten to 
death recently when he tried to 
repel robbers. 





EDWARD T. RODWELL 
Edward T. Rodwell, 74, hard- 


ware merchant of Warrenton, 
N. C., died in the Parkview Hos- 
pital, Rocky Mount, recently. 
Mr. Rodwell had been in ill 
health for several months and 
shortly before his death had 
undergone several major opera- 
tions. Surviving are Mrs. Rod- 
well and two daughters. 
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American Hardware Supply Co. Holds 
Summer Convention, July 22-23 


The American Hardware Sup- 
ply Co., Pittsburgh, Pa., held its 
semi-annual convention and ex- 
hibit at its warehouses on July 
22 and 23. About 60 manufac- 
turers exhibited their lines, in- 
troduced new merchandise, dis- 
play and selling ideas and a 
total of 250 attended the Mon- 
day night banquet. During the 
day more than one hundred deal- 
ers attended the sessions and 
visited the exhibits. General 
manager Wm. M. Stout con- 
ducted the convention and ad- 
dressed both the morning and 
banquet _ sessions. President 
Charles W. Scarborough wel- 
comed the dealers and manufac- 
turers to the meeting and intro- 
duced guests. 

At the banquet Monday night, 
Charles J. Heale, editor, Harp- 
WARE ACE, spoke on the impor- 
tance of concentrated buying for 
the dealer and of the vital need 
for increasing retail hardware 
store trafic and sales. He 
urged dealers to become more 
sales-minded and said that only 
through close wholesaler-retailer 
harmony could the hardware 
trade cope with current competi- 
tive conditions. George H. Grif- 








WILLIAM M. STOUT 


fiths, president, HARDWARE AGE, 
told of the profitable sales op- 
portunities in selling factories, 
emphasizing the need for outside 
selling to acquire a share of this 
trade. He cited several examples 
to show how other hardware 
dealers were obtaining an im- 
portant volume from the factory 
trade. Brief remarks were made 
by Will J. Feddry, central 
western manager of HARDWARE 
Acer, after which Mr. Stout out- 
lined the company’s program. 





PUBLIC WORKS RELIEF ALLOTMENT BOARD 
CUTS PURCHASE OF HARDWARE ITEMS 


Purchases of hardware items, 
such as axes, shovels, saws, picks 
and similar tools by the Forest 
Service, Department of Agricul- 
ture, for Civilian Conservation 
Camps, probably will be small 
in view of the policy of the Pub. 
lic Works Relief Allotment 
Board. At the offices of the 
Forest Service it was stated that, 
because of this policy, construc- 
tion projects will not be an im- 
portant part of CCC work. Harry 
L. Hopkins, head of the Allot- 
ment Board, has cut average 
allotments to $1,143, of which 90 
per cent will go directly for re- 
lief labor. Under the old policy 
of the PWA, large portions of 
allotments went to materials 
which involved indirect labor 
through production at manufac- 
turing plants. 

It had been the purpose of 
the Forest Service in making 
purchases of supplies to try out 
a new plan in response to pro- 
tests from wholesale hardware 
dealers. Instead of continuing 
the pooling of requirements, it 
was proposed to try out a dif- 
ferent plan in region 8 or pos- 
sibly elsewhere. Under the pro- 
posal, bids covering the classes 
of items would have been pre- 
pared in such a manner as would 
enable wholesalers to bid on 
relatively small quantities, if 
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they desired, such as the quan- 
tity required for the camps in a 
single state or on a single na- 
tional forest service. 

The plan, however, has not 
been tried in view of the policy 
of the administration to cut to 
the minimum the purchase of 
materials and, instead, divert the 
vast bulk of the $4,000,000,000 
works relief fund to unemployed 
workers now on relief rolls. 

It may be that sizable pur- 
chases of hardware items will be 
made next Spring but none is in 
sight before that time. 

It was pointed out, however, 
that under the old system of 
bidding, any group, wholesalers 
or manufacturers, were at liberty 
to bid on any single item, and 
that the pooling system did not 
require tenders on an entire 
class of items though it was per- 
missible and was done by manu- 
facturers. 

The regions set up under the 
Forest Service correspond te the 
nine freight zones into which the 
country is divided. 





EXPLOSIONS, FIRE 
AT PAINT FACTORY 


Three explosions blasted the 
quiet of the Bower Hill district, 
near Bridgeville, Pa., recently as 
fire broke out in the lacquer de- 





partment of the James B. Sipe 
& Co. paint factory. 

Six drums of guncotton, used 
in the making of lacquer, were 
found to have been the source of 
the blasts. Firemen were unable 
to determine what had caused 
the explosions. There were only 
two workmen in the plant, and 
neither was injured. Damage 
was estimated at several thou- 
sand dollars. 


STOVE INDUSTRY STICKS 
TO NRA PRINCIPLES 


At a recent meeting of the In- 
stitute of Cooking and Heating 
Appliance Manufacturers held in 
the Netherlands- Plaza Hotel, 
Cincinnati, Ohio, a_ resolution 
was unanimously adopted by the 
members present to the effect 


| that the industry will continue 


to comply with the Wage, Hour, 
Child Labor and Fair Trade 
Practice provisions of the NRA. 

It was the expressed opinion 
of the group that everything pos- 
sible should be done to maintain 
the improved labor conditions 
which were brought about in the 
industry under the code. To that 
end the organization of the In- 
stitute was continued to solicit 
the voluntary cooperation of all 
members in upholding the labor 
standards previously set up. In 
addition the industry agreed to 
maintain such standards of fair 
trade practices as are sanctioned 
under the Federal Trade Com- 
mission. The stove industry feels 
that its progress and the con- 
tinued development and improve- 
ment of the business for the 
mutual benefit of all concerned, 
including labor, manufacturer, 
dealer and consumer, lies in a 
continuation of the standards of 
fair practice established by the 
code. 

Elected as officers of the In- 
stitute were: Lewis Moore, Jr., 
Kalamazoo Stove Co., president; 
Bolling Jones, Jr., Atlanta Stove 
works, vice-president; Garvin 
Brown, Indianapolis Stove Co., 
secretary; Samuel Dunckel, man- 
aging director, and Mrs. Pauline 
B. Burd, secretary to the man- 
aging director. 





COLUMBIA ENAMELING 
FACTORY REOPENS 


The offices and factory of the 
Columbian Enameling & Stamp- 
ing Co., Inc., Terre Haute, Ind., 
have been reopened for business. 
They were closed since March 
23, 1935, due to labor difficulties. 
Shipment of orders are being 
made and production is again 
approaching normal. 

The officials of the company 
join in voicing their wholehearted 
appreciation of the loyalty of 
their customers. 





FOLEY ELECTED HEAD 
OF WALTON & TOUSLEY 


Joseph H. Foley was elected 
president and treasurer of Wal- 
ton & Tousley, Inc., wholesale 
and retail hardware firm of Sara- 
nac Lake, N. Y., at a meeting of 
the board of directors. Mr. 
Foley’s elevation to the head of 
the firm follows his acquisition 
of a controlling interest by pur- 
chase of the stock formerly 
owned by the Walton estate. 

Mr. Foley was appointed man- 
ager of Walton & Tousely, Inc., 
three years ago and since then 
he has directed both the whole- 
sale and retail branches of its 
business. Some time ago he had 
acquired part ownership through 
purchase of a block of the firm’s 
stock and the recent purchase 
gave him controlling interest. 

The concern is one of the 
older business firms of Saranac 
Lake. It conducts a wholesale 
and retail business in hardware 
and building materials, and has 
departments in plumbing and 
heating, paints, sport goods, 
house furnishings and electrical 
supplies. The business was es- 
tablished in 1897, and was incor- 
porated in 1907. 

Other officers chosen at the 
meeting were James C. Walsh, 
vice-president and Elwood Ober, 
secretary. 


ALLIED HDWRE. STORES, 
INC., HOLD PICNIC 


On June 17 the Allied Hard- 
ware Stores, Inc., Akron, Ohio, 
held their annual picnic at High 
Mill Park. The picnic was pre- 
sided over by Vice-president P. 
R. Schlichte. Mr. Abram was 
chairman of the picnic commit- 
tee. Jobbers and their wives 
also attended. John Conklin, 
secretary of the Ohio association 
and J. C. Blaser, president of 
Eagle Stores, Cleveland, Ohio, 
were present. 


ANCHOR LITE NAMES 
TWO REPRESENTATIVES 


Harold W. Goldstein, general 
manager of Anchor Lite Appli- 
ance Co., 957 Liberty Ave., Pitts- 
burgh, Pa., announces the ap- 
pointment of two representatives. 
A. E. Feinstein will cover the 
Allegheny County territory and 
J. S. McCrea has been appointed 
to the Northwestern territory. It 
comprises Beaver, Venango, Mer- 
cer and Lawrence counties. 





SUNSHINE CHEMICAL 

INCREASES QUARTERS 

The John Sunshine Chemical 
Co., Inc., 604 W. Lake St., Chi- 
cago, Ill., has taken additional 
space for the enlargement of its 
quarters at the same address. 
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G-E ORGANIZES “HOUSES, INC.,” TO ASSIST IN 
MANAGING AND FINANCING HOME DEVELOPMENTS | Lowell. 


For the prime purpose of co- 
operating in the encouragement 
of house building of all worthy 
types, the General Electric Co. 
has organized a separate com- 
pany, Houses, Inc. This was 
announced in a joint statement 
by Gerard Swope, president, and 
Owen D. Young, chairman of the 
board of General Electric. It 
will be the purpose of Houses, 
Inc., to cooperate with other or- 
ganizations in the development 
of houses of any type which seem 
worthy and promising; to con- | 
duct research work; and to 
assist in the management and | 
financing of such enterprises. 

Charles E. Wilson, vice-presi- 
dent of the General Electric Co., 
will be chairman of the board 
of the new enterprise; Foster 
Gunnison, who has been asso- 
ciated with Houses, Inc., since its 
inception, will be president; 





James L. Hagar and J. A. Olson, | 


vice-presidents. The directors, 
in addition to Messrs. Wilson, 
Gunnison and Hagar, will include 
P. D. Reed, J. W. Lewis, and 
Vice-President T. K. Quinn of 
General Electric. Offices will be 
located in the General Electric 


Bldg., 570 Lexington Ave., New | 


York. 

Since it is primarily concerned | 
with the interior mechanism of | 
the house, General Electric has 
not been, nor will Houses, Inc., 
be, the proponent of any particu- | 
lar type of construction enclo- 
sure, whether it 
cated, partly fabricated, or the 
traditional enclosure. 


recovery, a large program of | 
home building promises the | 
greatest service to the nation. 
General Electric believes that 
this is possible and is endeavor- | 
ing to make its contribution by 
developing and standardizing the 
operating mechanism of the mod- 
ern homes and through volume 
production and installation sub- 
stantially reducing the cost and 
increasing efficiency. The mar- 
ket for such standardized units 
must, however, depend upon the 
development of a large housing 


| program throughout the nation, 


and to aid and stimulate such a 
program, Houses, Inc., has been 
formed. 





FIELDING C. CHANDLER 
Fielding C. Chandler, 


whose 


be pre-fabri- | promotion to manager of the | 


dealer division, General Elec- 


| tric Co., was announced on page 


The new organization will not | 47 of the Aug. 1 issue of Hard- 


engage in the sale or construc: | 
tion of houses, but will help | 
carry on fundamental work and | 
experiments for the particular 
benefit of those interested in per- | 
fecting modern houses. It is 
felt that only by such experimen- 
tation and effort can the quality 
and convenience of homes be 
improved and their cost dimin- 
ished so as to bring them within 
the purchasing power of greater 
numbers of people. 

General Electric, through its 
executives, has declared its in- 
terest in better living condi- 
tions and modern housing for 
three reasons: First, because the 
modern house absorbs an in- 
creasingly large amount of elec- 
trical materials and appliances; 
second, because as a consumer of 
electricity the modern home puts 
additional demands on the power 
supply company, which ultimate- 
ly reflects itself in an increased 
market for power plant and 
transmission and_ distribution 
equipment; and third, because 
as a contributor to social im- 
provement and general economic 
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LOWELL METAL PRODUCTS | 


COMPANY IS ORGANIZED | 


The state securities commis- | 
sion approved the formation of | 
the newly organized Lowell | 
Metal Products Co., Lowell, 
Mich., July 23. The issuance of | 
$50,000 of common stock was au- | 
thorized. The firm will manu- 
facture compressed air sprayers 
and dusters and poultry equip- 
ment. 

Officers of the company are C. 
H. Runciman, president; Robert 
D. Hahn, vice-president; Frank 
Newell, secretary, and John Are- 
hart, treasurer and general man- | 
ager. The board of directors in- 
cludes E. C. Forsman, William 
Wachterhauser, Wesley Roth and 
Paul Kellogg. 

The formation marks the re- | 
vival of the old Lowell Specialty | 
Co., successful local sprayer firm | 
which was sold a few years ago. 
A building has been leased in | 
Saranac, Mich., and the new firm 
expects to begin operations soon. 


| Terre Haute. 
| read “Gov. McNutt.” 


| bohm Drug Co.; 


Later a building will be built at 


‘CORRECTION 


In the Aug. 1, 1935, issue of 
HarpwareE AGE, on page 49, is a 


| news item telling that Brig. Gen. 


D. Wray De Prez, Shelbyville, 
Ind., hardware merchant, is in 
command of the Indiana National 
Guard. The item states that 


| “Gov. McCray” of that state had 
| called out the guard under Gen. 


De Prez for strike service in 





CARBORUNDUM CO. BUYS 
HUTTO ENGINEERING CO. 


On July 3, The Carborundum 


Co., Niagara Falls, N. Y., pur- | 


chased the personal assets and 
good-will of the Hutto Engineer- 
ing Co., Inc., Detroit, Mich., pio- 
neer manufacturer of cylinder 
honing and grinding tools and 
machines. Hutto products are 


generally used in the manufac- | 


ture of motor cars, Diesel en- 
gines, air compressors and simi- 
lar equipment where extreme ac- 
curacy and finish are required. 
The operation of the Hutto Co. 


| will be continued and expanded 


as a new division of The Carbo- 
rundum Co., to be known as the 


| Hutto Machine Division of the 
| Carborundum Co. 
| tinue at the present modern plant 
| at 515 Lycaste Ave., Detroit. 


It will con- 


The present management is be- 
ing continued. Joseph A. Carlin 
has been appointed manager and 
John E. Kline, chief engineer of 
this new division. 





FIVE STORES JOIN WITH 
ACE HARDWARE CORP. 


Ace Hardware Corp., hardware 
wholesalers at 466 W. Superior 
St., Chicago, has five new mem- 
bers. They are: Edward J. 
Kubik, 4000 W. 3lst St., Chi- 
cago; Theodore Lebeda, 5432 S. 
Kedzie Ave., Chicago; Roland 
Leamon, Oblong, Ill.; Roosevelt 
Road Hardware, Kenosha, Wis., 
and Nowers Hardware, Geneseo, 
Ill. 

Ace Hardware has reached the 
state, through standardization of 
stocks, which permits definite 


| collective display and merchan- 


dising methods. Consequently, 
the services of Harold E. Glaves 
have been secured. Mr. Glaves’ 
experience is as follows: One 
and a half years as assistant ad- 
vertising manager of the Renne- 
four years, 
advertising manager, Wurlitzer 
Music Co.; one and a half years 
in charge of Store and Window 
Display Division of Carson, Pirie, 
Scott & Co.; nine months in the 


This should have | 


Window Display Department of 
Sears, Roebuck & Co.; 11 months 
with Harris Bros. in charge of 
Store Planning, Window Display 
and sales promotion. For the 
past 14 months, up to July 1, 
Mr. Glaves was with Montgom- 
ery Ward & Co. in charge of 
Window Display, Retail Sales. 
He resigned this position to be- 
come associated with Ace Hard- 
ware as advertising marfager. 





STAR-PEERLESS MILLS 
EFFECT CONSOLIDATION 


The Star-Peerless Wall Paper 
Mills, Joilet, Ill., has effected a 
| consolidation between themselves, 
| the Century Wail Paper Mills, 
| Decatur, Ill., the Continental 
| Wall Paper Mills, Joilet, Ill., and 
| the Beverly Wall Paper Mills of 
| Beverly, N. Y. These three lat- 
| ter plants, all thoroughly modern 
| and highly successful, will oper- 
i as divisions of Star-Peerless 
| 
| 





with general offices in Joilet and 
executive headquarters in Chi- 
cago. The consolidated firms 
will have a production capacity 
of one hundred million rolls of 
wall paper annually with factory 
facilities turning out the most 
popular and the most exclusive 
designs and quality to meet every 
wall paper demand. 

It was in 1910 that Frank J. 
Kelly established the Star Wall 
Paper Mills with two printing 
machines in a loft building in 
Chicago. Success met the efforts 
of the new business. In 1903 
the plant was moved to Joilet, 
where larger quarters were ac- 
| quired and four printing ma- 
| chines installed. In 1907 the 
| Peerless Wall Paper Mills of 
| Joilet were absorbed and, during 
| the same year, the Western Wall 
| Paper Company, Stevens Point, 
| Wis., was purchased. The Star- 
| Peerless Engraving Mill, with 
| four engraving machines, was 

erected in 1920. Fire, that de- 

| stroyed the Star Mill in 1927, 
served to spur the company to 
even larger and greater endeavor, 
for the “Phoenix” Mill rose from 
the ashes. 

Star-Peerless pioneered in mod- 
ernizing the merchandising of 
wall papers by the establishment 
of the “Mayflower” line. The 
consolidation just effected will 
continue to produce also the well- 
known “Aristocrat” line, which 
will be created and produced by 
| the Aristocrat division in the 
| Century plant at Decatur, IIl. 

Departmental managers of the 
Century, Continental and Bev- 
erly organizations have been 
placed in key positions in the 
new organizations so that the 
talent and progressive business 
ideas will be given broader op- 
portunity for industrial service in 
the new combination. 
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CALIFORNIA CHAINS TO 
PAY $500 LICENSE FEE 


California chain stores that 
sell hardware and chain stores 
selling other products will be re- 
quired to pay a $500 license fee 
annually for each store over the 
ninth in organization. Under 
the law to become effective Oct. 
1, chain stores are to be taxed 
one dollar for the first store and 
at rates increasing up to $500 
for the tenth unit. Under the 
same law independent stores will 
be assessed a license fee of one 
dollar each. The bill is designed 
to raise $4,000,000 for the state. 

The bill passed’ the California 
Assembly by a vote of 66 to 8. 
It was amended in the Senate 
and passed there by a vote of 
34 to 4. Special: hearings con- 
ducted during the progress of 
the bill, including testimony be- 
fore the governor, involved the 
appearance of more than 2000 


persons. 
The new tax is attracting much 
attention among _ independent 


hardware dealers who observe 
that hardware is sold widely 
throughout California in several 
types of chain stores that handle 
other products, too. 





DU PONT TO BUILD 
COAST PAINT PLANT 


E. I, du Pont de Nemours Co., 
Inc., Wilmington, Del., will be- 
gin the production of paints, 
varnishes and lacquers, including 
Duco and Dulux, to supply the 
West Coast territory, in a plant, 
construction of which will begin 
immediately in South San Fran- 
cisco. The company has just 
concluded negotiations for a site 





at Linden Ave. and the South 
Pacific Railroad. The company’s 
engineers are ready with plans 
for the first unit. 

The plans for this unit call for 
one main building, varnish sheds 
and smaller structures for tank 
storage and the like. This will 
be du Pont’s seventh paint and 
varnish plant, and it is expected 


that it will be in production in’ 


a few months. 


AMERICAN KNIFE CO. 
BUYS FACTORY BLDG. 


The American Knife Co., Win- 
sted, Conn., purchased, July 19, 
the factory on Lake St., which it 
has been occupying for the past 
three years. 

It has a frontage of about 150 
feet and includes a_ valuable 
water privilege on the Lake 
stream with unfailing power. 
The factory at one time was 
owned by the Henry Spring Co. 
and is near the site of the oldest 
grist mill in Winstead, dating 
back to 1771. 


WEINIG MADE-RITE CO. 
OPENS NEW YORK OFFICE 


The Weinig Made-Rite Co., 
10750 Berea Road, Cleveland, 
Ohio, announces the opening of 
its New York office, Room 1507 
Flat Iron Bldg., 175 Fifth Ave., 
where its complete line of house- 
hold electrical appliances will be 
on display. 

The office and exhibit will be 
in charge of Messrs. Peter J. 
Pfaff and Jack Court, whose mer- 
chandising experience will be 
available to all prospective buy- 
ers. 





HARDWARE OUTING COMMITTEE 








Chas. Pincus, Stanley Works; Oscar E. Watts, Sherwatt Equip- 
ment Co.; Chas. J. Heale, HARDWARE AGE, and Roy C. 
Schmidt, Stanley Rule & Level Co. This committee of four 
handled the details incident to the second annual fishing party 
of the N. Y. Hardware Boosters. It was an all-day affair on 
Tuesday, July 16, requiring two boats off Montauk Point to 
handle the 66 salesmen and dealers who attended. Special cars, 
to and from Montauk Point, were arranged on the L. I. R.R., 
and the party was thoroughly tired and pleased when the day 
was over. Although most of the big ones got away, everybody 
caught some fish. 











STEEL JOBBING CONCERN LOCATES AT NEWARK 


Grammer, Dempsey & Hudson, 
Inc., have leased with option to 
buy the old Barlow foundry at 
Newark, N. J. They planned to 
start operations Aug. 1. The new 
business will be a steel jobbing 
business, not an iron foundry. 

The building which is on 
Rome St. has been stocked with 
nearly 1000 bars, shapes, plates, 
sheets and cold finished steel. 

Besides a Central Railroad of 
New Jersey siding directly into 
the shop it has a 15-ton, a 10-ton, 
two 5-ton cranes and one l-ton 
carrier. Facilities permit han- 





dling metal direct from flat rail- 
road cars. 

Paul O. Grammer, former vice- 
president in charge of sales for 
James A. Cook & Son, is the con- 
trolling factor in the new indus- 
trial organization and has been 
in the business for 25 years. 
Others in the firm are Donald T. 
Dempsey, formerly with Edge- 
comb Steel Corp., and James 
Hudson, formerly with Bethlehem 
Steel Co. H. Ross Anderson, for- 
merly with the Cook concern, also 
is moving with Mr. Grammer. 








This window entered by Steel Furniture & Hardware Co., Albany, Ga., in the contest held by the National Enameling 
and Stamping Co., Milwaukee, Wis., May 6-18, won first prize, a check for $250.00. Approximately 2,500 dealers par- 
ticipated in the window trim contest, with hardware, furniture and department stores competing. Sales on the company’s 
kerosene stoves during Nation-Wide NESCO Products Week for 1935 were approximately 50 per cent greater than 1934. 
This was the first time that other NESCO products were included in this promotion which has been staged yearly for 
the past five years. The results were more than satisfactory. 


AUGUST 15, 1935 
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BRIEF ITEMS 


OF INTEREST TO THE HARDWARE BUSINESS 








ARIZONA 

The Palace Hardware and 
Arms Co., Phoenix, Arizona, has 
recently removed to new quar- 
ters at 126-28 West Washington 
St. The entire first floor of the 
new quarters will be used for 
salesrooms in which domestic 
building and other types of hard- 
ware will be segregated. The 
second floor and basement will 
be used for storage and ware- 
house purposes. 





ARKANSAS 
The Oberst Store Co., Blyth- 
ville, Ark., has moved to 211 
West Main St. 
CALIFORNIA 
The Kuhns Hardware Store. 
formerly of West Hollywood, has 
moved to 142 West San Fernando 
Blvd., Burbank, Calif. 





William Wollenberg has pur- 
chased his partner’s interest in 
the firm of Edwards & Wollen- 
berg, Garden Grove, Calif. 





The Fontana Hardware Store, 
Fontana, Calif., formerly known 
as the Moore Hardware Store, 
has been purchased by H. W. 
Wassner, who has been in hard- 
ware in Oklahoma for 25 years. 





Dresslar Hardware Co. has 
closed its Number One hardware 
store at 1130 W. Washington St., 
Los Angeles, Calif., and has 
moved the general offices to the 
store at 219 So. Western Ave. 
Store Number Three, 857 So. 
Vermont Ave., has been sold to 


Otto Lohrke. 





Felix Seay has purchased the 
store known as Central Hardware 
Store Number Two, 7522 Sunset 
Blvd., Hollywood, Calif., from 
Earl Harter and plans many im- 
provements. 

FLORIDA 

The B. and W. Hardware Co., 
Winter Haven, Fla., has changed 
its location from North Third 
St. to the Beymer Bldg. on South 
Third St., the heart of the busi- 
ness district. 


GEORGIA 

M. G. Mitchell “of Quitman, 
Ga., and his partner, Olin P. 
Stewart of Ashburn, Ga., have 
bought the Watt Holme hard- 
ware store in Fitzgerald, there, 
which will be known as the Mit- 
chell & Stewart Hardware Co. 





ILLINOIS 
F. A. Goetz has bought the 


Reeves hardware store at Elburn, 
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ll}., and has placed his son 


Fred, Jr., in charge of the busi- | 


ness. The Elburn _ business 
which also does plumbing and 


heating was placed on the mar- | 
Mr..| 


ket due to the death of 


Reeves. 


IOWA 
T. H. Peters, Carlisle, Iowa, 
has purchased the George Stew- 
art hardware store at Washing- 
ton, there, from the Stewart es- 
tate. 





Kelley Hardware Co., Rein- 
beck, Iowa, has acquired the 
building adjoining its hardware 
store and has put in a complete 
stock of furniture. The stores 
are connected by two large arch- 
ways giving easy access to both 
departments under the one roof. 





Ira Guinn recently purchased 
the Blosser Hardware store at 
Moulton, Iowa. 





Frank Meyer of Casey, Iowa, 
is opening a hardware depart- 
ment in his establishment. 


KANSAS 

The E. G. Swank & Sons, 
Woodston, Kan., stock of hard- 
ware and furniture has been sold 
to B. S. Williams who will con- 
tinue the business under the 
name of Woodston Hardware & 
Implement Store. This stock 
and the implement stock of Ken- 
neth Orr have been combined. 





L. W. Muir has recently pur- 
chased the Olson Hardware store 
at Wakeeney, Kan. 





Claude Sturdevant, pioneer 
hardware dealer, 106 W. Main 
St., Chanute, Kan., has disposed 
of his stock and will retire to 
his farm. The sale was made 
to Light & Opperman, Yates 
Center, Kan., who will move the 
stock there. 





W. OO. Richenbacker  an- 
nounced the opening of a new 
store in Olathe, Kan. The store 


will carry a full line of variety | 
The | 


Evans | 


goods, some hardware, etc. 
store is located in the 
Building. 


Perry Luce, for several years 


manager of the White Eagle sta- | 


tion at Cunningham, Kan., has 
purchased a hardware and vari- 
ety store at Lyons, Kan. 





KENTUCKY 


Hill & Thompson, Maysville, | 
| recently opened a hardware store 
| at Blue Hill, Neb. 


Ky., have moved to a new loca- 
tion at 120-122 Market St. 





MASSACHUSETTS 


Davis’ Hardware Stores, 


recently opened an annex for 


| exposition and display of alumi- 


num ware, also a complete as- 
sortment of kitchen utensils, 


kitchen ware, wallpaper, toys, | 
dolls, velocipedes, two-wheel bi- | 


cycles, scooters, etc. 


MICHIGAN 
The entire stock of the Walk- 
erville Hardware Co. has been 
removed to Hart, Mich., by the 
owners, Sayles & Lewis. 





Fire destroyed the entire stock 


of the Norway Hardware Co., | 
Norway, Mich., recently, entail- | 
ing a loss of approximately $13,- | 


OF <ieh oon caly guly | | a, Mevecslile Mashoase Ca, 


| Hayesville, 
| Glamery stock has been consoli- 
| dated with 
dealer and druggist, Walkerville, | 
Mich., has arranged to engage | 
in the hardware business there. | 


covered by insurance. 





Leonard J. Reed, general 





Renny Boddy and Gerald Jager 
have purchased the Langel Hard- 
ware Co., Wyandotte, Mich. 


MINNESOTA 

Albert W. Goeske, 

with the Backer Hardware at 

Luverne, Minn., has 

Pipestone to join his son in a 
Coast-to-Coast store. 





C. M. Gilbert of Evan, Minn., 
is moving his hardware stock 
from there to Westbrook where 


he will combine it with a stock | 


which he bought in Westbrook. 


MISSOURI 

The hardware stock of the late 
Lon A. Zumwalt, Ash Grove, 
Mo., has been sold to E. H. 
Haunschild of Avilla, Mo. The 
store will be reopened and oper- 
ated under the name of Ash 
Grove Hardware Co. Glen Zum- 
walt will assist in the operation 
of the store. 


The W. S. Hall hardware, Sar- 


| coxie, Mo., has been sold to 
Floyd Fullerton and Glen La 
Fever. Mr. La Fever has been 


placed in charge as manager. 
The name of the business will 
be changed to South Side Hard- 


ware Store. 
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1S , $ Mass. | 
ummer St., Boston, Mass., have | of a new branch store on South 


formerly | 


moved to | 
| firm, New London, Ohio, has dis- 


| solved partnership, with F. G. 
| Gilbert continuing in the hard- 





NEBRASKA 
The Chicago Lumber Co. has 





NEW MEXICO 
The Myers Co., El Paso, Tex., 
has recently begun the erection 


Main St., Las Cruces, New Mex- 

ico. The building is expected to 

be ready for occupancy by Oct. 1. 
NEW YORK 

Charles E. Straub of Roches- 

ter, N. Y., recently purchased 


| the hardware and plumbing store 


of A. J. Wadsworth in Hilton, 
N. Y. 





B. & F. Hardware Co., New 
York City, has leased a store at 
3433 Jerome Ave., Bronx. 


——— 


NORTH CAROLINA 
W. A. McGlamery has recently 
sold his stock to C. W. Caringer 
R.. €. 


The Mc- 


the stock of the 


Hayesville Hardware. 





Hardiman & Son have recently 
opened a new store at 111 South 
Main St., Salisbury, N. C. The 
firm carries a general line of 
hardware, notions, household 
equipment and automobile acces- 


| sories. 


OHIO 
Dunlap & Gilbert, hardware 


ware business as the F. G. Gil- 
bert Hardware. 





OKLAHOMA 


The Corder Hardware and 


| Lumber Co. was opened Aug. 3 


in a newly constructed building 


| at 820 North Lewis Ave., Tulsa, 


Okla. It carries a complete line 
of hardware, implements, paint, 
wallpaper and building materi- 
als. The company will have a 
separate department for making 
FHA loan estimates, 
WASHINGTON 
The B. T. Vaughan Hardware 
and P. B. Brask plumbing shop 
have moved to the E. C. Long 
Bldg., Cashmere, Wash. 





WISCONSIN 
The R. H. Hass store, Pren- 
tice, Wis., was recently destroyed 
by fire. 
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Continuous 30-Day 
Duck Hunting Authorized 


New Regulations Most Rigid Ever Imposed 


The season opens in Northern States on Oct. 21 and 
closes on Nov. 19, while in Southern States it runs from 
Nov. 20 to Dec. 19—The restrictions are said to repre- 
sent the only alternative to a closed season. 


EW regulations for the shoot- 

ing of migratory waterfowl 

were announced in Wash- 
ington on Aug. 1, 1935. In an ef- 
fort to reduce the annual kill the 
restrictions embodied in the provi- 
sions have been made the most rigid 
ever imposed. J. N. “Ding” Darling, 
Director of the Biological Survey. 
declared that the drastic actidén was 
“the only afternative to a closed sea- 
son, because we’ve killed more ducks 
than we’ve hatched every year for 
the last thirty-five years.” Mr. Darl- 
ing estimated that 24 million ducks 
will fly South this fall, and that half 
of this number will be killed by 
hunting or natural causes. He esti- 
mated that 9 million were killed 
by hunters in 1934, and that the kill 
during the coming season would be 
from 5 to 6 million. 

In announcing the regulations the 
Bureau stated: “There will be 
violent protests from those who be- 
lieve the season should be closed 
entirely and equally loud complaints 
from those shooters who believe the 
Biological Survey is being over-cau- 
tious.” It was also said that the 
regulations were not the result of 
an effort to find a satisfactory com- 
promise, but represented “a mate- 
rial progression toward restoration 
without breaking down existing law- 
enforcement organizations, either 
State or Federal, by the’ imposition 
of an impossible load.” 

The shooting season applies to 
geese, brant, jacksnipe and coot as 
well as ducks, and some of the most 
important points in the new regula- 
tions are: 

The daily bag limit on ducks will 
be ten in the aggregate of all kinds, 
and the possession limit will also 
be ten. The possession of more than 
one day’s bag is made illegal. In 
1934 a daily bag of twelve, and 


possession of a two-day’s bag were. 


permitted. Bag and possession limits 
on geese and brant have been fixed 
at four. 

Shooting is restricted to the hours 
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between 7 a. m. and 4 p. m. 

The use of live decoys is pro- 
hibited. 

Shooting is prohibited over baited 
water or land, and sinkboxes, sneak 
boats and open-water shooting are 
eliminated. 

In lieu of zoning by States as ef- 
fective last year, the nation has been 
divided into two zones with separate 
seasons. In the Northern zone the 
season runs from Oct. 21 to Nov. 
19, and in the Southern zone from 
Nov. 20 to Dec. 19. 

States in the Northern zone are: 
Maine, New Hampshire, Vermont, 
Massachusetts, Rhode Island, Con- 
necticut, New York (including Long 
Island), Pennsylvania, West Vir- 
ginia, Ohio, Michigan, Indiana, 
Illinois, Wisconsin, Minnesota, 
Iowa, Missouri, North Dakota, 
South Dakota, Nebraska, Kansas, 
Montana, Wyoming, Colorado, 
Idaho, Utah, Washington, Oregon 
and Nevada. 

States in the Southern zone are: 
New Jersey, Delaware, Maryland, 
Virginia, North Carolina, South 
Carolina, Georgia, Florida, Ala- 
bama, Mississippi, Kentucky, Ten- 
nessee, Arkansas, Louisiana, Okla- 
homa, Texas, New Mexico, Arizona 
and California. 

In Alaska, west of the 14lst 
meridian, the season will open Sept. 
1 and close Sept. 30. In the rest 
of the Territory the season will be 
Sept. 20 to Oct. 19.” 

The three-shell limit on auto-load- 
ing and repeating shotguns will be 
effective, and for waterfowl shoot- 
ing, hunters may use a shotgun only, 
not larger than 10 gage. 

The use of a blind, boat, or any 
floating craft is limited to locations 
not more than 100 feet from the 
shoreline. 

The prohibition against brant 
hunting in the East has been re- 
moved, as has last year’s limitations 
on the canvasback, redhead, broad- 
bill, ringneck, blue-wing teal, cinna- 
mon teal, shoveller and gadwall. 


No open season is allowed on 
wood ducks, bufflehead ducks, Ross’s 
geese or swans. No shooting of 
snow geese will be permitted in 
Florida or in the States north of 
Florida bordering on the Atlantic 
Ocean. 

Bag and possession limits on 
other species were outlined, as fol- 
lows: 

Coot, 15; jacksnipe, 15; sora, 25; 
rails, except sora and coot, 15; 
woodcock, 4; mourning dove, 20; 
band-tailed pigeon, 10. 

New seasons on mourning doves 
provide for shooting in Northern 
States from Sept. 1 to Dec. 15, and 
in Southern States from Oct. 1 to 
Jan. 15. 

The Northern zone for dove-hunt- 
ing includes: [Illinois, Missouri, 
Minnesota, Nebraska, Kansas, Colo- 
rado, Idaho, Utah, Oregon and 
Nevada. 

The Southern dove-hunting zone: 
Delaware, Maryland, Virginia, 
North Carolina, South Carolina, 
Georgia, Florida, Alabama, Missis- 
sippi, Kentucky, Tennessee, Arkan- 
sas, Louisiana, Oklahoma, Texas, 
New Mexico, Arizona and Califor- 
nia. 

Seasons announced for woodcock: 
Wisconsin, Sept. 23 to Oct. 23; 
Maine, New Hampshire, Vermont, 
Michigan and North Dakota, Oct. 
1 to Oct. 31; New York, Delaware, 
New Jersey, Pennsylvania, Ohio, 
Indiana and Iowa, Oct. 15 to Nov. 
15; Massachusetts, Rhode Island 
and Connecticut, Oct. 21 to Nov. 20; 
Missouri, Nov. 10 to Dec. 10; Mary- 
land, Virginia, West Virginia, Ken- 
tucky, Arkansas and Oklahoma. 
Nov. 15 to Dec. 15; North Carolina, 
South Carolina, Georgia, Alabama, 
Mississippi and Louisiana, Dec. 1 
to Dec. 31. 

On rails, except coot, the season 
will be the same as last year, Sept. 
1 to Nov. 30, with a few exceptions. 
In Washington and Massachusetts, 
the dates are Oct. 1 to Nov. 30; in 
Wisconsin and New York, Oct. 21 
to Nov. 19; and in Louisiana, Nov. 
1 to Jan. 31. 

Band-tailed pigeons may be hunt- 
ed in California from Dec. 1 to Dec. 
15; in Arizona and Oregon, Oct. 16 
to Oct. 30; in New Mexico, Oct. 1 
to Oct. 15; and in Washington, Sept. 
16 to Sept. 30. 


53 











ADVANCES BECOMING EFFECTIVE 


Coaster Wagons 


Hanson Bathroom Scales 
Denatured Anti-freeze Alcohol 


Full-skin Chamois 
Bamboo Fishing Poles for 1936 
Gardiner Acid & Rosin Core Solder 


August 
15th 
1935 


DECLINES BECOMING EFFECTIVE 


Corn Brooms 


T. D. & W. Axe Handles 


Eaves Trough, Conductor Pipe, & Ridge Roll 


On brads and small wire 
nails, the manufacturers have modi- 
fied, effective August 1, the new 
price list issued July 1. In lieu of 
net extras for smaller than 100 Ib. 
keg lots, these additions are now in- 
cluded in the list prices, and are 
subject to the standard trade dis- 
counts. eee 


The Gardiner Metal Com- 
pany, Chicago, issued revised quota- 
tion sheets August 1, advancing its 
trade prices on acid-core and rosin- 
core solders one cent per pound. 
The one pound spools are now at 56 
cents, the five pound at 52 cents, 
and the 20 pound at 49 cents per 
pound. The smaller (18 cent re- 
tail) cans are unchanged at $1.20 
per carton of ten. The company 
comments—‘Since April 15, at which 


time our last schedule of prices was ' 


issued, the prices of both tin and 
lead have advanced. Tin has risen 
in price over two cents per pound 
and lead one-half cent per pound in 
that period. The world’s visible 
supply of tin is the lowest it has 
been in many years. Consumption 
still exceeds production. It there- 
fore is likely that still higher prices 
will prevail in the near future.” 


* + 


Several mid-western makers 
of eaves trough, conductor pipe and 
ridge roll reduced their trade prices 
about ten per cent, effective July 1, 
following some price-cutting which 
had been prevalent in that area 
alone. Elbows, miters, hangers, and 
similar accessories remain un- 
changed. 

* * * 

Quotations on corn brooms 

have unofficially declined to an ir- 
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regular extent, due to inducements 
offered by certain manufacturers to 
unload material stocks. The opening 
outlook for broom corn indicated a 
very large crop, with an expectation 
of lower market prices when the 
crop might be harvested. More re- 
cently. however, there has been ab- 
normal heat in the west, and a num- 
ber of fields may not yield as ex- 
pected. Texas corn is now coming 
on the market, and the yield there 
has been surprisingly low for the 
acreage planted. The Government 
report as to acreage and possible 
yield has not yet been received, so 
the industry for the present is 
“marking time.” 


* *+ 


Turner, Day & Woolworth 
Handle Company last month re- 


HOW >S the 


duced prices on axe handles five to 
ten per cent, and hammer and other 
small handles five per cent. 

* * * 


Not all makers of coaster 
wagons participated with equal 
promptness in the five to ten per 
cent advances which some makers 
started early in July. The new 
schedule of one of the leaders did 
not appear until July 30. All manu- 
facturers have reported costs in- 
creasing, so that the generally high- 
er basis is a necessity. Velocipedes 
and scooters have not been affected 
by the recent changes. 

* * * 


Sled prices have been un- 
changed since announced last 
spring, but sales for future ‘have 
been much ahead of recent previous 
years. 

* * * 

Early sales on ice-skates are 
encouragingly liberal. The surveys 
made by skate manufacturers show 
a rather complete absence of carry- 
over stocks, and a too-conservative 
early ordering is likely to result in 
a shortage when the season arrives. 

* * 


Sales of fishing rods, tackle 
and equipment are keeping up in 
better-than-usual late volume. Some 
manufacturers are much behind 
with shipments, and one large rod 
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maker has reported the largest July 
since 1926. One of the leading fish- 
line manufacturers has been work- 
ing the full 24 hours, in three shifts, 
to keep up with late orders. 

* * *% 


On window-glass, cut price 
competition is moderating as the fall 
season approaches, and sales at full 
schedule are’ general. Paint and 
varnish sales are keeping well ahead 
of last year, and the fact that paint 
prices have been advanced in the 
earliest of the new fall mail-order 
catalogs is helpful to the current 
stability of all paint values. 

* x * 

Pressure and steam cookers 
and canning supplies have had a 
wonderfully active sale recently— 
better even than the good seasons 
preceding. The rising costs of 
“store-canned” foods, and the avail- 
ability of abundant truck and home- 
garden crops, have revived. home- 
canning to an unexpected degree. 

* * * 

Ladder-makers have endeav- 
ored to stabilize prices, in view of 
advancing lumber costs. It is un- 
derstood that no change is to be 
made, for the present, in the regu- 
lar schedules, but that steadier ob- 
servance may be expected. 

* <a e 

An acute shortage is reported 
on full-skin chamois. Advances have 
been reported from 50 cents to $1.06 
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per dozen by some of the tanners. 
The mark-up has not become gen- 
eral, but the upward trend seems 
likely to spread throughout all sell- 
ers. 

* * * 

Prices on cotton mops are 
steady, due, it is said, to advances in 
cost of materials during the several 
months past. The possible discon- 
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tinuance of processing taxes will 
probably affect only a few of the 
better grades, if any, as most com- 
petitive mops are made of waste ma- 
terials which have not been subject 
to the processing penalty. 

* * * 


On bamboo fishing poles, 
some of the earliest offerings for 
1936 are at a basis higher than this 


WHOLESALE HARDWARE COLLECTIONS 


CHICAGO—The per cent of change 
from June last year in wholesale 
hardware accounts outstanding was 
minus 0.4 per cent; collections were 
plus 10.2, and the ratio of accounts 
outstanding to net sales was 158.9 
per cent. 


ST. LOUIS — General collections 
during June maintained the high 
rate noted earlier in the year. Rep- 
resentative interests reported on 
June collections as follows: Fair, 
51.9 per cent; Good, 40.9 per cent; 
Excellent, 4.3 per cent, and Poor, 
3.8 per cent. 


PHILADELPHIA — The ratio of 
general wholesale collections was 
46 in June, 1935, was 45 in May, 
1935, and was 43 in June, 1934. 


ATLANTA—The percentage of the 
accounts and notes receivable out- 
standing at the first of June which 
were collected during the month 
was 38.0 in June, 1935; 42.6 in May, 
1935, and 32.0 in June, 1934. 


SAN FRANCISCO — The percent- 
age of wholesale hardware collec- 
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tions during June to the total 
amount due from customers (out- 
standing) on first of month was 
43.0 per cent in June, 1935, and 
39.5 per cent in June, 1934. 


DALLAS—tThe ratio of wholesale 
hardware collections during June 
to accounts and notes outstanding 
on May 31, 1935, was 50.3 per cent. 


KANSAS CITY—Wholesale hard- 
ware outstandings on June 30, 1935, 
as compared to May 31, 1935, were 
plus 4.1 per cent, and as compared 
with June 30, 1934, were minus 5.6 
per cent. The amounts collected 
in June, 1935, as compared to May, 
1935, were minus 3.4 per cent, and 
as compared with June, 1934, were 
minus 16.3 per cent. 


NEW YORK — The per cent of 
wholesale hardware charge ac- 
counts outstanding May 31, 1935, 
collected in June was 48.0 per cent 
in 1934, and 48.9 per cent in 1935. 


RICHMOND — The percentage of 
June 1, 1935, wholesale hardware 
receivables collected during the 
month was 45.7 per cent. 


Percent of Increase or Decrease in 1935 Wholesale 
Hardware STOCKS as Compared With Corresponding 
Months of 1934. (National Averages.) 


*Indicates decrease of 0.01 ver cent. 
**Indicates decrease of 0.7 per cent. 
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year, due, it is stated, to higher 
ocean freight rates from the Orient. 
Wholesalers, however, feel that their 
costs will not be really settled for 
some weeks, and expect the usual 
competitive market. 


* + 


Prices on Hanson bathroom 
scales were advanced by the Hanson 
Seale Co., Chicago, on August 1. 
The increases range from 5 to 15 
per cent. 


* %*& 


Higher prices on denatured 
alcohol for anti-freeze use have be- 
come effective under schedules re- 
cently adopted by producers. In lieu 
of quoting prices at the distilleries, 
as has been the custom, un‘form 
delivered prices are quoted for the 
territory east of the Rocky Moun- 
tains. The new prices to retailers 
are 49c. per gal. in 54 gallon drums; 
55c. per gal. in 5 gallon drums, and 
69c. per gal. in one gal. cans. Last 
year, at the start of the season, the 
price at the distilleries was 33c., and 
later this price dropped to 29Y%c. 


oe ¢ © 


Hardware purchases for the 
Civilian Conservation Corps camps 
are hereafter to be made from local 
dealers. Under an order recently 
issued by F. A. Silcox, chief of the 
Forest Service, regional foresters 
throughout the United States will be 
permitted to close local contracts 
for such hardware supplies and 
equipment as will be needed by 
them in carrying out the various proj- 
ects within their regions. Some time 
ago the Forest Service announced 
the intention of a centralized pur- 
chasing policy for shovels, axes, 
picks, mattocks, pick-end mattocks, 
cross-cut saws, striking hammers, 
grindstones, grinders, telephone 
wire, staples, and tool handles. A 
protest against the proposed central- 
ized purchasing policy was made by 
Senator White of Maine. In advis- 
ing Senator White that the original 
plan had been dropped, Mr. Silcox 
said that its discontinuance had 
come about because the amount of 
funds available for the purchase of 
materials of this character had turn- 
ed out to be smaller than expected. 


eo & © 


Sales and outlook for hard- 
ware in August are maintaining the 
unexpectedly good standards of 
June and July. The summer of 
1935 must go on record as a most 
satisfactory period for wholesale 
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and retail sales, with a remarkably 
close clean-up of all seasonable 
stocks. In the more recent weeks, 
orders for future delivery have been 
liberal enough to almost insure a 
lively fall. Even winter goods, like 
sleds, are having a heavy advance 
sale, and offerings of toys and gift 
goods for the holidays are appear- 
ing. Current and future buying is 
not careless, nor speculative in the 
strict sense, but the “hold-out” 
tendency has completely disappear- 
ed. Confidence in values is growing 
from week to week, and such minor 
price changes as are occurring are 
taken sanely and with little com- 
plaint. Larger crops with higher 
prices, plus undiminished federal 
outpouring of funds, indicate that 
there will be an abundance of 
money to spend in the farming and 
reclamation areas, and with a will- 
ingness to spend manifested every- 
where. 


Wholesale hardware sales 
during the first half of this year 
showed increases over the same 
period of last year in most of the 
Federal Reserve Districts. The gains 
were: New York, plus 2.5 per cent; 
Philadelphia, plus 7.0 per cent; 
Cleveland, plus 3.1 per cent; Rich- 
mond, plus 7.5 per cent; Atlanta, 
plus 3.6 per cent; Chicago, plus 14 
per cent; St. Louis, plus 4.4 per 
cent, and San Francisco, plus 11.4 
per cent. In two districts decreases 
were reported, as follows: Kansas 
City, minus 6.5 per cent, and Dallas, 
minus 0.8 per cent. 


* %*+ 


July was a record month for 
the Federal Housing Administra- 
tion. The month’s volume of busi- 
ness totaled $53,797,335. Insured 
modernization credit issued during 
the month amounted to $21,084,556. 
Mortgages selected for appraisal 
with fees paid during the month 
amounted to $32,712,769. Up to 
August 1, 288,149 modernization 
and repair notes had been insured 
since the start of the program in 
August, 1934, representing a total 
amount of $113,071,642. There had 
been 31,021 mortgages selected for 
appraisal for a total of $122,518,711. 
The. low cost housing phase of the 
program is not included in these 
figures. 


The American people in the 
first six months of 1935 spent $2,- 





243,035,000 for general merchandise, 
according to an estimate by the In- 
ternational Statistical Bureau. This 
total compares with $2,158,209,000 
spent during the corresponding pe- 
riod of 1934, and sets a new high 
mark since 1931. Mail-order organ- 
izations gained 22.1 per cent; gen- 
eral merchandise chains, 5.3 per 
cent, and department stores, 2.5 per 
cent. Greatest gains, according to 
this survey, were in sales of other 
than general merchandise. The bu- 
reau’s index showed a volume of $1,- 
166,886,000 spent for passenger cars 
in the first half of the year, a gain 
of nearly 40 per cent over the 1934 
period. Other commodities to show 
gains included electrical appliances, 
air-conditioning, hardware, shoes 
and foodstuffs. 


> + & 


A remarkable increase in the 
paint demand is reported by Walter 
A. Gorrell, vice-president and gen- 
eral manager, John Lucas & Co., 
Inc., Philadelphia, Pa. In recently 
addressing a Minneapolis sales 
meeting held by the manufacturer’s 
Minnesota distributor, the Unity 
Mills Distributing Co., Mr. Gorrell 
said: “The building industry is de- 
finitely on the upgrade and all the 
industries allied with it are feeling 
the benefit of the revival.” Since 
paint in increasing quantities is 
needed for new buildings, and also 
for repairing and remodeling, he de- 
clared that the paint industry is in 
a peculiarly favorable position these 
days. 


* * * 


Wholesale sales and collec- 
tion conditions throughout the coun- 
try were again at high levels for the 
third consecutive month, according 
to a survey in 90 major markets. 
The findings, announced August 5, 
are those of the National Associa- 
tion of Credit Men. Sales resisted 
the expected summer let-down, and 
actually showed an upturn during 
the month. 


Household washer sales dur- 
ing the first half of the year shat- 
tered all records. J. R. Bohenen, 
secretary of the American Washing 
Machine Manufacturers  Associa- 
tion, reports sales as totaling 696,- 
312, as compared to 686,880 in the 
corresponding period of 1934. Ship- 
ments of ironers for the first six 
months of this year were 68,780, as 
compared to 61,319 in the similar 
period of last year. 
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A reliable indicator, perhaps 
the best, of general business activi- 
<y, is the Federal Reserve Board’s 
index of industrial production, based 
on 1923-1925 as 100. In 1929 this 
index reached a top of 125, while 
the 1932-1933 low was about 60. 
Today the upswing has reached to 
approximately 86, with the trend 
definitely upward. Farm income, 
running before the depression at 
around 10 billion dollars, sank to 
4.3 billions in 1932, and is esti- 
mated for 1935 at betwen 7 and 744 
billions. As a logical result, farm- 
land values are definitely higher. 

* & & 

Steel production last week 
was at the highest rate since March 
25, with an operating level of 46 
per cent, 4.5 per cent higher than 
the previous week. A year ago the 
rate was only 25.8 per cent. Con- 
tinued demand from manufacturers 
of agricultural equipment, machin- 
ery and other durable goods tends to 
support the volume. Stove manu- 
facturers, barrel makers,. canners, 
and a wide variety of misce!laneous, 
average-size consumers are now com- 
ing into the market for increased 
tonnages. On the other hand, re- 
frigerator manufacturers are sea- 
sonably less active. 

* & & 


Structural steel specifications 
have made a noticeable increase, 
accompanying the recent sharp gain 
in residential building in many parts 
of the country. There is also a 
broadening of industrial construc- 
tion, consisting of both new plants 
and factory additions. Loans for 
real estate improvements are easier 
of attainment and, for the first time 
in several years, some speculative 
builders have started operations, 
with additional plans being drafted. 
Demand from agrioultral areas for 
galvanized sheets has risen sharply, 
in anticipation of heavy repair de- 
mand from farm buildings. Shops 
making corrugated sheets, eaves 
trough and conductor pipe are show- 
ing considerably more activity. 

* * * 


Base prices on steel are 
strong, and have been immeasurably 
strengthened by a large (Ford 
Motor) purchase recently, at regu- 
lar prices—preparatory to produc- 
tion of 1936 model cars. Leading 
producers have issued a new card 
of extras for commercial steel bars, 
effective Aug. 10, for this quarter, 
to bring them more nearly in line 
with present manufacturing costs. 
The strength of steel scrap prices 
has been very impressive, with ad- 
vances in all market centers of 50c. 
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to $1 per ton. While steel prices 
have held satisfactorily in the weeks 
since NRA ended, orders have been 
conservative, and the steel trade has 
been somewhat nervous lest the de- 
velopment of some large individual 
tonnages might tempt some producer 
to make concessions. The market is 
now felt to have undergone its final 
test successfully. 
* * * 


Other metals than steel are 
fairly strong, copper unchanged, and 
lead again (Aug. 2) slightly up—c. 
per 100 lb. Among the important 
lead producers, July business of the 
National Lead Company held up bet- 
ter than expected, according to a 
recent published interview with the 
company’s president. The month’s 
business maintained the June rate, 
although June business was the best 
during the first six months. The 
company’s earnings for the first ha!f 
year gained approximately 2644 per 
cent over the first six months of 
1934. 

* * * 

Although the country is as- 
sured of large crops and very large 
crop income, the wheat crop has 
gone rapidly backward, from black 
rust, and during July the chance of 
a bumper harvest was lost. The 
potential yield was reduced by an 
estimated 100 million bushels. At 
the same time the harvest in the 
winter wheat country was proving 
disappointing so that the outlook 
for a total crop of 731 million 
bushels was shaded to about 600 
million bushels. September wheat 
in Chicago Aug. 1 was quoted at 
8934c. a bushel, nearly 10c. above 
the price prevailing July 12. 

* * * 


The corn outlook is very 
good, hay and fodder have bumper 
yields, and the so-called “canning 
crops,” while late, had substantial 
increases in acreage and show in- 
creases in yield. The showing is 
better than a year previous on peas, 
snap beans, sweet corn, tomatoes, 
cabbage and beets, and not as good 
on lima beans. As compared with 
the ten-year average, through 1933, 
all but two of these have gained in 
percentage of “condition.” 

ce * * 


Wholesale prices of all com- 
modities at the end of July (1926 be 
ing 100) averaged 79.1, according 
to the U. S. Labor Bureau, compared 
with 75.1 a year previous. Farm 
products had risen during the year 
from 66.1 to 77.2 per cent, hides 
and leather were up from 87 to 89.8 
per cent, and chemicals from 75.6 
to 79.5. There were drops on metals 


and metal products (86.4 to 85.7 per 
cent), on building materials (89.4 to 
84.9 per cent) and housefurnishing 
goods (83.0 to 81.8 per cent), so 
that the hardware man’s prices, with 
relation to the farmer’s income, are 
this year very favorable to the 
farmer. 
* * * 

Tron and steel imports during 
June, although showing a sharp de- 
cline of 30.4 per cent compared with 
the May total, were about 33 per 
cent more than receipts during the 
corresponding month of 1934. Ger- 
many led as to the total of all ship- 
ments, accounting for 8592 tons, in- 
cluding barbed wire, 2281 tons; 
pipe, 2059 tons; and nails, tacks and 
staples, 1333 tons. 

* *% * 

New passenger car registra- 
tions in the United States during 
July totaled approximately 285,000 
units, against a June total of 280,- 
940 units, according to R. L. Polk & 
Co. The total for the first six months 
is therefore close to 1,460,940 units, 
against 995,121 units in the first half 
of 1934, a remarkable increase of 
46.93 per cent, and the greatest num- 
ber for the first half year since 
1930. Truck registrations of 254,- 
063 units in the first six months of 
1935 were the largest since 1929 
and were 30.45 per cent above those 
registered in the first half of 1934. 

* * * 

The value of building con- 
struction reported by the Department 
of Labor showed an increase in June 
of more than 10 per cent over May, 
contrary to the usual seasonal trend. 
Compared with June, 1934, the esti- 
mated cost of all buildings for which 
permits were issued showed an in- 
crease of almost 90 per cent. Ex- 
penditures for residential construc- 
tion were more than three times as 
great as June, 1934. The value of 
new non-residential buildings in- 
creased 75 per cent, and expendi- 
tures for additions, alterations and 
repairs increased more than 22 per 
cent. It is granted that a very large 
portion of the gains in total con- 
struction were due to contracts 
awarded by Federal and State gov- 
ernments in cities included in the 
report. 

* * * 

Bank clearings were reduced 
in the July 31 week, from those of 
the week preceding. The total for 
ihe 22 leading cities, as reported by 
Dun & Bradstreet, Inc., was $4,779,- 
240,000, against $5,313,794,000 a 
week previous. However, there was 
an increase of 5.9 per cent over a 
year ago. 

(Continued on page 67) 
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What's New 


for Retail 
Hardware Stores 


1000 In One”’ 
Renewable Fuse 


The Central Vacuum Products Co., 
125 Sussex Ave., Newark, N. J., is 
manufacturing a fuse plug—“1000 in 
One”—renewable through a_ patented 


method of including mercury as a 
fusible current carrier. The method 
of re-using the fuse after blowing is 
to remove from socket and tap point 
down several times and replace in fuse 
box. The manufacturer states this can 
be done over and over again and the 
fuse plug has practically an endless 
life. The plug has Pyrex brand glass 
top, glazed porcelain base and nickeled 
screw thread—making for an _attrac- 
tive appearance. Packed five of one 
amperage to a box and 20 boxes of 
assorted amperages to a display carton 
for counter. Also packed 25 assorted 
on attractive counter display card. 
Packing colors are red and white. 


Black Leaf 40 Bottle 


A new method of applying Black 
Leaf 40 to the roosts, that reduces wast- 
age to the minimum, is offered through 
a cap-brush now appearing on the mar- 
ket with bottles of Black Leaf 40. The 
cap-brush is an auxiliary cap perforated 
at the factory with a small hole of cor- 
rect size for the size of bottle which 
it fits. After placing the cap-brush on 
the bottle, the Black Leaf 40 is tapped 
out on the roosts in small droplets a 
couple of inches apart and then the 
droplets are smeared into one continuous 
film the entire length of the roosts and 
cross-arms. The manufacturer states 
the cap-brush absorbs no liquid, spreads 
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New and Improved Merchandise— 
Display Helps—Sales Liter ature—_ 
Window Trims— New Packages 
—New Colors—New Deals— 
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a thinner line and makes the product 
go farther. The Tobacco By-Products 
& Chemical Corp., Inc., Louisville, Ky. 


Skippy Racers Catalog 


The catalog presents in an interest- 
ing manner the line of Skippy stream- - 
lined racers patterned and named after 
automobiles such as the Ford V-8, Air- 
flow Chrysler and De Soto. The front 
pages tell of the national advertising of 
the Skippy line and illustrate various 
dealer displays. Also illustrated are the 
Skippy velocipedes, Fire Chief, scoot- 
ers, hand cars, Sno-Plane, toy wagon, 
truck, gym, combination gym and slide 
and merry-go-round. The leading 
models in each line are presented in 
color. Specifications are handled in a 
compact manner. Skippy Racers, Inc., 
Toledo, Ohio. 





Wizard Junior Line Of 
Power Wood-Working Tools 


An entirely new line of small power 
wood-working tools to be introduced to 
the public through the hardware trade 
has been developed by the Herbert Ma- 
chinery Co., 2942 Sante Fe Ave., Los 
Angeles, Cal., and will be known as 
the Wizard Junior Line. Tools consist 
of nine articles, jig saw, saw table, 
lathe, drill press, double grinder, com- 
bination grinder and sander, two buf- 
fers and a universal motor for operat- 
ing the machines. The tools are con- 
structed of semi-steel and die castings, 
with bronze bearings made an integral 


part of the castings. Friction parts 
and handles are cadmium and finished 
articles are enameled in an attractive 
red color. The manufacturer states 
that these tools are capable of prepar- 
ing lumber and materials for furniture, 
gifts, novelties and all sorts of small 
cabinet work. The Wizard line is com- 
pletely designed so that the entire set 
can be assembled on a portable bench 
or board. It can be operated in re- 
stricted quarters, as on a back porch 
or in an apartment. Wholesalers have 
been appointed throughout the country 
to serve hardware dealers and to make 
immediate deliveries. Catalogs and 
prices with discounts are available. 
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the attractive 


In exposed applications, 


the user gets extra lasting 
qualities at a trifling addi- 
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ate advantages of Bethlehem 
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tional cost in Beth-Cu-Loy, the Bethlehem 
rust-resisting sheet of copper-bearing steel. 


NE of the self-evident, immedi- 


SEARING 


FINE APPEARANCE 
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appearance of their bright, evenly- 
spangled galvanizing, creating a 
favorable first impression that is later 
reinforced by the excellent service 
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Kinnear Mfg. Co. Offers 
Tip-Top Door Hardware 


Tip-Top Door Hardware, for converting 
standard garage doors, of swinging, fold- 
ing and sliding type into a one piece, up- 
ward acting door. Counterbalance is ob- 
tained very much like a scale is balanced. 
“Balance Lever” placed at each side of 
door, on the jamb, is fitted with weights 
which are interchangeable, making it pos- 





sible to exactly compensate for different 
weight doors. Mechanism is of simple 
construction. A special arrangement is 
designed to make the door weathertight 
and burglar-proof. After door is closed to 
vertical position a slight pressure of foot 
causes door to move vertically about 1% 
in. This locks door snug to weatherstrips 
which are furnished with each set of hard- 
ware. When opening the door this verti- 
cal movement causes it to raise over ice, 
snow or swollen ground. Adaptable to 
any door that can be operated in one piece. 
Conveniently packaged, with complete 
erection instructions furnished. The Kin- 
near Mfg. Co., Columbus, Ohio. 





Window Or Counter Displays 
For Bauer Mfg. Co. Lines 


This ladder display for use on counter 
or in a window shows a miniature model 
of the Bauer Super Extension model and 
can be raised or lowered. On the opposite 
side is a cross section of a full size Bauer 
ladder, showing the countersunk rung and 
double-dipped tenon. Background of dis- 


W. C. Heller No. 1035 
Display Table Folder 


Heller’s display table folder No. 1035 is 
offered, free of charge, to dealers inter- 
ested in modernizing their stores. Folder 
illustrates a complete line of display tables 
designed especially for hardware store use. 
The company offers price ticket assort- 
ment No. PT-1200, costing the dealer $1.40 
and comprising 1200 tickets and two book- 
lets of gummed numerals for making odd 
prices. W. C. Heller & Co., Montpelier, 
Ohio. 





Forsberg Mfg. Co. 


Offers Display Board 
The tool display board illustrated is one 
of two offered by Forsberg for showing its 


screw drivers, hack saw frames and blades 
and keyhole saws and blades. Board made 





of three ply wood aluminum finish. Printed 
in red and blue. Black raised moulding. 
Measures 24 by 28 in. Samples securely 
wired on. Celluloid buttons identify each 
item with number and price. Has eyes 
for hanging. The Forsberg Mfg. Co. 
Bridgeport, Conn. 


play is die-cut, painted in four colors. The 
company also offeres dealers a display 
comprising a working model of every 
Bauer ladder for painters’ use, two side 
wings upon which upright ladders rest, 
a die-cut house which sits between the 
two side wings. This display can be used 
in windows of any size, as only one wing 
may be used. Bauer Mfg. Co., Wooster, 
Ohio. 


Chroma For Polishing 
Chromium Plate 


Chroma is designed to clean and polish 
chromium plate in one operation. The 
maker states that it is non-explosive, will 
not burn, will not scratch and that it re- 
moves rust, road film and corrosion. For 
chromium plated electrical appliances, fit- 
tings and trimmings. Put in attractive bot- 
tles with modernistic labels. Offered in 
two sizes 6 oz. list 50¢ and 3 oz., list 25¢. 
Both sizes packed in cases of two dozen. 
Circulars, samples and several types of 
counter displays are offered. D. & R. Mfg. 
Co., Inc., Market Arcade Bldg., Buffalo, 
|. a 2 


National Pressure Cooker 
Has 40-Quart Canner 


The National Pressure Cooker Co., 
Eau Claire, Wis., has added to its 
cooker line the 25-qt. and 40-qt. can- 
ners, equipped with strong wire baskets. 
The 40-qt. canner, illustrated, the man- 
ufacturer claims, is the largest alumi- 
num canner manufactured, with a ca- 
pacity of 30 No. 2 cans or Mason jars, 
and 21-qt. cans or 16 Mason jars. The 
inside diameter is 14% in. and inside 
height is 1415/16 in. 
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WHAT 
EVERY MERCHANT 
SHOULD KNOW 


HE AMERICAN WEEKLY knocks a 

home run for advertisers. It has 
twice the sock because it is bigger in size, . 
goes to more than 5,500,000 families 
—twice as many as any other national 
magazine. This Mighty Magazine con- 
centrates its greatest force in the richest 
retail areas where most of the people live 
and the greatest buying is done. You are 
a lucky man when the goods on your 
shelf are advertised in this far-reaching 
magazine. That means constant cash 
register music — more sales — more 
profits when you display goods adver- 
tised in The American Weekly. 











The American Weekly—what it is 


@ The American Weekly is the largest magazine in the world. It is distributed through 17 
great Hearst Sunday Newspapers. In 614 of America’s 995 towns and cities of 10,000 popula- 
tion and over, The American Weekly concentrates 67% of its circulation. 

In each of 158 cities, it reaches one out of every two families 

In 146 more cities, 40 to 50% of the families 

In an additional 139 cities, 30 to 40% 

In another 171 cities, 20 to 30% 
... and, in addition, more than 1,982,000 families in thousands of other communities, large 
and small, regularly buy and read The American Weekly. 


TH ENN ERICAN 


“The National Magazine with Local Influence” 
Main Office: 959 Eighth Avenue, New York City 
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HE American Indians were 
civilized. The South Sea 
Islands were civilized. 
New Zealand was civilized. Au- 
stralia was civilized. Central and 
South America were civilized. 
All these countries can now boast 
of the high advantages of civiliza- 
tion. In every case the civilized 
nations have conquered the unciv- 
ilized barbarians for their own 
good. All of the foregoing coun- 
tries have been given the benefit 
of the rule of civilized govern- 
ments. 

While other nations are wor- 
ried about the perpetuation of 
their civilization, Japan is taking 
a slice out of the territory of 
China and Mongolia, just for their 
own good. The Chinese bandits 
must be civilized. As a matter of 
fact, the Chinese bandit is the only 
real, courageous, upstanding 
Chinaman in China. The rest are 
so full of the philosophy of Con- 
fucius and Taoism that they would 
not fight on a bet. Why fight? 
He who fights and runs away may 
live to fight another day. Why 
stick and be killed? 

Then there is India. Why if it 
were not for the paternal care of 
the British government all these 
Indian princes would rise up 
against each other and destroy all 
of India. 

Now our old friend Mussolini 
is going to civilize old Abyssinia 
(now called Ethiopia) with bul- 
lets and bayonets. He has sent 
over 300 boatloads of enthusiastic 
Italians, all willing and anxious 
to die for civilization, to Italian 
ports in Eritrea. I suppose you 
want to know where Eritrea is. It 
is on the Red Sea just north of 
Abyssinia. On the coast line it is 
one of the hottest places on earth, 
and one of the most unhealthy. It 
is just a fine place to land Italian 
troops if you don’t want them to 
come back! 

It is interesting to take a map 
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Abyssinia 


By SAUNDERS NORVELL 


and study the boundaries of Abys- 
sinia. On the north, just above 
Eritrea, is the Anglo-Egyptian Su- 
dan where Chinese Gordon was 
killed. The waters of the White 
Nile flow only a few miles beyond 
the western boundaries of Abys- 
sinia. Then when we travel 
around the southern corner of 
Abyssinia, we find ourselves in 
British E. Africa. On the south- 
east corner we find Italian Somali- 
land. If we continue up the east- 
ern coast along the Gulf of Aden 
again we come to British terri- 
tory in British Somaliland. Abys- 
sinia has no corridor or outlet to 
the ocean. It is a country com- 
pletely surrounded. Now adjust 
your spectacles because here right 
in between Abyssinia on the west, 
Italy on the north and Great Brit- 
ain on the south, is French Soma- 
liland, with the seaport of Dji- 
bouti. Practically all shipments 
to Addis Ababa are made through 
this port. Poor Haile Selassie, 
King of Kings, Conquering Lion 
of the Tribe of Judah, descendant 
of Solomon and the Queen of 
Sheba. What a nice bunch of 
neighbors he has. He shguld add 
to his other titles “Emperor of 
the Powder Keg of East Africa.” 
Just stop and think of what it 
means for a primitive Christian 
nation like Abyssinia to be sur- 
rounded by other Christian na- 
tions like Great Britain, Italy and 
France. Abyssinians are Coptic 
Christians. 


The Dull Front Page 


Well, we had our minds all set 
to read a lot of interesting news 
about the invasion of Abyssinia 
by Italy, and now in this morn- 
ing’s paper is the news that Mus- 
solini has referred the whole dis- 
pute (or a large part of it) to 
Geneva. What a disappointment! 

Front page stuff during the re- 
cent hot weather has been getting 


duller and duller. Nothing but 
Washington and taxes. All of us 
worried a little about taxes until 
we found that no one was very 
much affected unless his income 
was $50,000 per annum or more. 
Since we have found this out we 
are all in favor of the tax bills, 
and hope they will be passed. 

But you know, Mussolini is a 
real smart boy. He has not gotten 
all the soldiers, ammunition and 
supplies to Abyssinia that he wants 
there. Besides, the rainy season 
is now in progress, and you can’t 
fight comfortably with modern 
artillery and tanks until the latter 
part of September or early in 
October. Therefore, in the mean- 
time why not have arbitration 
under way at Geneva. All this 
arbitration will take up time dur- 
ing the rainy season, and besides, 
as long as arbitration is under 
way, none of the European nations 
can consistently ship arms and 
ammunition to Abyssinia. 

Poor Haile Selassie. He should 
remember the instructions our 
Colonial troops received—“Trust 
in God and keep your powder 
dry.” But poor Haile hasn’t any 
powder. All he can do is trust 
in God. So maybe after all, there 
will be a fight over there. 

According to inside historical 
information, Solomon played a 
trick on the Queen of Sheba. By 
playing this trick he proved his 
wisdom to the Queen. Now Mus- 
solini, a modern Solomon, may 
just be playing another trick on 
Haile Selassie. 

I really didn’t intend to spill 
so much information about Abys- 
sinia. This article was inspired 
by the Geographic Magazine. 
Their last issue was all about 
Africa. There was a brand new 
map with the magazine, outlining 
all the moves that have taken 
place on the African chessboard 
since the war. All of us are nuts 
on some subject, and I admit that 
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“*How do you like Wood’s new CLosEp-Back Shovel?” 
the Wood investigator asks workmen, to find out what 
actual shovel users think of this improved shovel. 

“The insert on the CLosEp-BAcK seems to make 
shoveling a whole lot easier!” answered Jim Whalen, 
101 Detrich Avenue, Dayton, Ohio. 

Jim, like many another workman has discovered how 
the resiliency, better balance, lightness, and dependable 
strength of Wood’s new CLOsED-Back makes grueling 
shovel work easier. Wood’s sales show that shovel 
buyers, too, have already remarked 
this increased efficiency, perhaps 
learned these five reasons for it: 






9 SHOVEL AND 703, 








PIQUA. On10.USH 





Buyers Beware! Wood’s Engineers invented the 
Ciosep-Back SuHovet, developed the special welding 
process which fastens the CLosep-Back strip perma- 
nently without decarbonizing and weakening the blade. 
This is an exclusive Wood process, used on no other shovels. 











Address The Wood Shovel and Tool Co., Piqua, Ohio, U.S. A. 
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* “That dosed-back makes 
shoveling easier 


p44 


says this workman 





I. The Closed-Back Shovel combines stress-defying one- 
piece design, the unrivaled strength of the heat-treated shank, 
and an absolutely smooth back. No strap welds to pull loose. 
2. The Turned Shoulder strengthens blade, saves shoes. 
3. The Tapered Socket gives strength and solidity where 
handle joins blade, fits the hand better. 
4. Heat Treating makes the high-grade steels in Wood’s 
“Moly,” Big Fist, Wood and Stuart grades hard, to resist wear. 
5. Reduced Inventory: The CLosep-Back Shovel supersedes 
strap weld, solid shank, and hollow-back shovels, makes it pos- 
sible to cut your shovel inventory. 

ee e 


When buying shovels, consider Wood’s Arrow-Point. 
Grinding wear can’t dul) the Arrow-Point’s dig-in 
edge, or change its efficient shape . . . it lasts longer. 


OOD'S 


; hovels: spades - scoops 


In these famous grades .. o* Moly (Mo-lyb-den-uim) 
“ee Fist’ osc Aeon... +) neuer , Piqua 
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I am a nut on maps. I can kill 
time studying a map about any old 
place any old time. 

Now just take the most recent 
map of Africa and study it. You 
will be surprised, as I was, to see 
how much of Africa is owned by 
the French. France owns just 
about all of the Desert of Sahara. 
This covers most of Northern 
Africa, between Tunis and the 
Atlantic Ocean. Then France 
owns a big slice called French 
West Africa. And then as we 
travel Southward, we run _ into 
French Equatorial Africa. Speak- 
ing in broad terms, France seems 
to own about all of Northern and 
Middle Western Africa. 

If you dropped a tapeline from 
Alexandria in Egypt straight down 
to Capetown at the Southern tip 
of Africa, you would find British 
possessions all down the line. 
There is Anglo-Egyptian Sudan, 
Uganda, Kenya, Tanganyika, 
Northern Rhodesia, Southern 
Rhodesia, Bechuanaland, South- 
west Africa, and South Africa. 
Mixed up here and there, you will 
find the German and Portuguese 
colonies. As you travel North- 
ward, you will run right square 
into Abyssinia, lying between 
Anglo-Egyptian Sudan and British 
Somaliland. 


British Africa 


Now if France owns and con- 
trols so much of Northwestern and 
Western Africa, what happened to 
the British that they missed out 
in connecting up their Northern 
and Southern Africa possessions 
with Abyssinia. Just as a map 
study, just as if you were round- 
ing out territories for traveling 
salesmen, Abyssinia certainly be- 
longs naturally to Great Britain. 
At least the King of Kings should 
have the benefit of British civili- 
zation just as the Indian Princes 
have in India. It strikes me if 
Haile Selassie were smart, he 
would immediately call a meeting 
of his Parliament, obtain their 
consent, take the next ship to 
England, drop into the House of 
Parliament and make a present of 
his country to England, with the 
understanding that he and his 
descendents could continue to sit 
on the throne, have all the titles, 
and march in all the processions, 


64 


but that England would protect 
him from his enemies. 

What difference does it make 
anyhow if the King of Kings has 
to invite the British Commissioner 
General to dinner occasionally. 
If these Commissioners want to do 
all the dirty work of running the 
country, why not let them have 
the job. If the King of Italy is 
willing to allow Mussolini to run 
his country for him, why shouldn’t 
Haile Selassie allow Premier 
Baldwin to run his country for 
him. The main idea is the regu- 
lar salary, the brass band, the 
gold lace and all the trimmings. 
The most important thing is to 
have the salary regular. England 
has proved in her colonial experi- 
ence that she continues to pay the 
Princes’ salaries, but if I were 
Haile Selassie, I wouldn’t take an 
even bet on Mussolini keeping up 
the salary after the end of the fis- 
cal year. 


History In Making 


Now let me express the opinion 
that a whole lot of history is going 
to be worked out on the Continent 
of Africa in the next hundred 
years. Somebody in that country 
has got to take charge. It is a 
real pleasure for me to note, after 
going over the map with my mag- 
nifying glasses, that there is no 
United States Somaliland tucked 
away among all the other Somali- 
lands. Here is one place where 
we seem to have kept out of it. 
As far as we are concerned, in 
Somaliland they are supplying 
their own teachers and running 
their own classes, and the citizens 
of the United States are not being 
taxed to develop their civilization. 

We will soon give up the 
Philippines. What a nice fight is 
brewing there. We gave up Cuba, 
and have had an instructive ex- 
hibition of the self-government 
they were always crying for. We 
retired from Haiti, and I am won- 
dering if a new Henri Christophe 
will materialize on that island, to 
take charge of the great fortress 
on the mountaintop. 

A study of geography gives us 
a lot of things to think about, past 
and present, but for the present 
suppose all of us concentrate on 
Mussolini and Haile Selassie. I 
believe it would be a good idea 


for the arbitration committee at 
Geneva, in discussing the differ- 
ences between Abyssinia and Italy, 
to decide that Mussolini and 
Selassie, under international 
supervision, should retire to some 
neutral island on the Red Sea and 
shoot it out themselves, with auto- 
matic revolvers. I will even 
guarantee that we could find some 
fellow international Christians 
who would supply them with the 
automatics and a lot of ammuni- 
tion, free of charge. Selassie 
wants freedom or death, and Mus- 
solini must wipe out the stain of 
Adowa with blood. We suggest 
that the gentlemen who talk so 
much about giving their country 
a blood transfusion, should have 
the opportunity to individually 
carry out their ideas. 

We can’t forget the World War. 
We can’t forget the six sons of the 
Kaiser, not one of whom was even 
scratched. We can’t forget that 
not a single British, French or 
American general was killed in 
action. Not a_ single King, 
Emperor, or President missed his 
poached eggs for breakfast. Our 
mind reverts to the millions who 
died horribly in the front trenches. 
We have not forgotten the widows 
and orphans. We have not for- 
gotten the blind and the maimed 
in our hospitals. When Musso- 
lini rattles his sabre, all we can 
hope is that he will have a chance 
to do the fighting himself. If 
Haile Selassie does not feel he is 
physically able to cope with Mus- 
solini, then why shouldn’t he be 
allowed to select one of his husky 
chiefs and let this gentleman fight 
it out to a finish with Mussolini, 
if not with automatics, at least 
with spears. Nothing would do 
us more good than to see Musso- 
lini try his hand with a spear 
against one of these Abyssinian 
chiefs. 

If war were not so criminal, if 
it were not so foolish, it would be 
laughable. This whole Abyssinian 
situation would make a first-class 
opera bouffe. The whole pic- 
ture, when one forgets its poten- 
tialities for death and destruction, 
would make a fine plot for a 
musical comedy. Imagine the 
roaring of Mussolini. He, of 
course, would sing basso pro- 
fundo, and then we would have 

(Continued on page 66) 
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Salesmen used this 
stunt to prove the 
economy of malleable 
iron top lids 


Hota an ordinary match under a Monarch 
Malleable lid. In a few seconds it heats through, 


too hot to touch! 


Startling proof of the quick-heating efficiency of 
a Monarch top . . . because malleable lids are 
made half the thickness of cast iron lids due to 
the great strength of this unbreakable material. 


How it did sell ranges! For fuel costs money .. . 
and women wanted quick cooking with a small 
fire. 

Do housewives still economize? Do they still 


want quick cooking? Do thick cast iron lids heat 
through any quicker than they did 30 years ago? 


Then why not play up the advantages of malle- 
able iron TODAY as strong as they used to a 


generation ago? 


The 

OLD and 
the NEW 
Both Full 
Malleable 

















Model 595 — The newest 
Monarch Balanced Design, 
in all types of equipment 
and choice of Ivory-Tan or 
Nile-Green porcelain enamel. 











Has the interest in modern design and porcelain 
enamel blinded dealers and users alike to the 
details of range construction that determine 
whether or not a range will give long life, good 


baking and fuel economy? 


Must the customer choose between good looks 
and good service in buying a range! Can’t she 


have BOTH? 


Modern women may think first of “eye value” 


. .- but YOU, the dealer, should be thinking of 
more than that. It is up to you to guard the 
customer’s interests and sell her a range that 
will give service as well as beauty. 


Monarch Ranges are Full Malleable Ranges 
just as they always were. They are Full Enamel 
ranges, too .. . as beautiful and as modern as 
a range can be made. And they cost no more 
than cast iron enameled ranges . . . or so-called 
“malleables” that are malleable in name only. 


MALLEABLE IRON RANGE CO. 
68 LAKE ST. BEAVER DAM, WIS. 
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Abyssinia 


(Continued from page 64) 


Haile Selassie chasing around in 
a lion skin, singing tenor. It is 
too bad the nations haven’t a sense 
of humor. The whole Abyssinian 
controversy from start to finish 
is humorous, but unless someone 
stops the ambitions of Mussolini 
to be a second Napoleon, it will 
end in the death, destruction of 
thousands of Italian and Abys- 
sinian troops. If England and 
the United States do not put a 
stop to this show, the finish will 
be Italian Abyssinia, British Abys- 
sinia, French Abyssinia. Abys- 
sinia will be carved up and 
divided like Somaliland. 

Again, I do hope that Haile 
Selassie without any further delay 
will give Abyssinia to England. 
England will let him sit on his 
throne and chase around in his 
lion’s skin just the same. Stop 
and look at the map of Africa 
today. Africa is larger than all 
Europe, and in all of Africa today 


there are only two independent 
countries, Abyssinia and Liberia. 
Everything else has been gobbled 
up by the European nations. 
Probably this may be a good 
thing for the Africans. It may 
stop their intertribal wars. It may 
give them the blessings of civili- 
zation. However, I reiterate that 
I hope Haile Selassie will give 
Abyssinia to England, and when 
England has accepted, Haile can 
climb up on his throne, put his 
thumb to his nose and wave his 
fingers at Mussolini. The modern 
Napoleon will then have to hunt 
other backward countries to con- 
quer. : 

I am asked the question: Why 
do I suggest that Abyssinia be 
given to England? My answer 
is simply because England has not 
attempted to grab Abyssinia first. 
Mussolini has started the grab- 
bing, and for that reason I am 
not in favor of his carrying his 






















AT 
SUPPLY 
HOUSES 


“WHAT A SLICK LITTLE 
GADGET THIS 1S” 


DIXON’S GRAPH-AIR GUN 


SEND FOR 








“‘WE PIPE FITTERS 
WHO USE DIXON’S 
ALWAYS HAVE LUCK 
WITH OUR JOINTS” 


"We like it for the EASE and 
SPEED in making and unmak- 


ing joints—even years later.” 


Goes 4 times as far as Red or 

White lead. For steam, water, 

air, acid, alkaline pipe lines. 
Write for circular C-40. 


JOSEPH DIXON CRUCIBLE CO. 
JERSEY CITY 


NEW JERSEY 












plan of aggrandizement through. 
Besides that, England nas _ the 
finest record in the world in the 
art of handling colonies, and I 
believe that the Abyssinians and 
our old friend Haile Selassie 
would be safer with England than 
with Italy. Besides, as stated be- 
fore, England needs Abyssinia 
just to round out her African 
empire from Egypt to Cape Town. 





He Made Him a Jobber 


Epitor’s Note — This little 
poem made such a hit at the re- 
cent Miami convention we _ ob- 
tained permission to publish it, 
with the name of the individual 
and city changed to avoid identi- 
fication. 


There was a hardware dealer once, 
Who would a jobber be 

He always had two clerks at work 
And sometimes he had three. 


He sold a car of wire fence, 
Likewise a car of nails 

Then to the City swiftly sped— 
Along the gleaming rails. 


He called upon our genial Frank 
And told him what he wanted. 

“Make me a jobber Mr. Frank,” 
He pleaded, nothing daunted. 


Frank straightway sold him all he 
could 
He soaked him like a robber, 
Then clapped him lightly on the 
back 
And cried, “You’re now a 
jobber.” 


But when our hero figured up 
How much he had to pay. 
His erstwhile joy was turned to 
grief— 
His dark hair turned to grey. 


Ere long the rust attacked his 
Shapes, 
The worms his Singletrees. 
Those Plows resembled damaged 
goods 


Returned from over-seas. 


He’s now an old and broken man, 
But still those Little Joe’s 

Remain a part of that hard stock— 
As everybody knows. 


Let this sad tale a lesson be 
To dealers large and small, 

Avoid that urge to over-buy 
Which may induce your fall. 


HARDWARE AGE 











How's the Hardware Business ? 


(Continued from page 57) 


Sales of the huge General 
Electric Company during the first six 
months of 1935 amounted to $94,- 
546,273.80, an increase of 17 per 
cent over the corresponding period 
last year. Incidental to this com- 
pany’s experiments, it is intimated 
that the time-honored ash can may 
be eliminated from American homes, 
by the same inventive influences 
which started a drive against the 
garbage can. An electrical device 
to be installed beneath the kitchen 
sink for the purpose of grinding 
the waste food and quickly disposing 
of it through the drain pipe into the 
sewer system has been developed by 
engineers of the General Electric 
Company. Sales of the American 
Radiator and Standard Sanitary cor- 
poration thus far in 1935 are esti- 
mated by sources close to the com- 
pany to be running about 60 -per 
cent ahead of last year. 

* & 


The bicycle boom of the past 
two years has given the Colson Com- 
pany a boost toward reorganization, 
and out of the receivership insti- 
tuted in May, 1932. The company, 
employing normally some 500 work- 
ers, reports that its bicycle business 
has increased 50 per cent in the past 
two years. Sales in 1934 were more 
than 60,000 units, with the current 
year’s outlook even better. From 
a relatively unimportant part of the 
company’s manufacture—it also 
makes velocipedes, casters, tray car- 
riers and other equipment—the bi- 
cycle is now one of its principal 
products. Gross sales in 1934 were 
in excess of $1,785,000. 


ee 2 4 


Midsummer business in hard- 
ware has been running substantially 
better than a year ago, and has 
shown unexpected stamina through 
the wide variations of weather, which 
have at intervals handicapped retail- 
ing in different sections. Vacation 
resorts are reporting this year’s ac- 
tivity the best since 1930. Motor car 
and truck registrations have shown 
good increases and all the highways 
have been busy even during bad 
weather. Attendance at sports 
events, and participation by more 
and more people in sports activities 
of their own, indicate an improve- 
ment in public morale more evident 
than for several seasons past. An 
interest in buying and owning goods 
and in “dressing up” the individual 
and the home, together with the ap- 
parently greater ease in producing 
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the “wherewithal” for these expendi- 
tures, are most gratifying to retail- 
ers in all lines of business. Hard- 
ware has been sharing, among the 
most fortunate, in this buying activ- 
ity. * *& 


Territorially, the best sales 
and the best prospects seem to be 
in the South, the Southwest and the 
Central West. Previous improve- 
ment in the Northwest has slowed 
down due to weather drawbacks, 
but throughout most agricultural 
regions crop conditions maintain 
their very encouraging promise. The 
probability of a good wheat harvest 
has resulted in a sharp increase in 
sales of all sorts of farm equipment 
—implements, hand tools, hay rope, 
and the like. Some dealers in the 
territory tributary to Kansas City 
have reported gains in these lines 
up to 100 per cent over a year ago. 

* * 


Imports of hardware and cut- 
lery by Canada from the United 
States increased from $843,278 dur- 
ing the twelve months ended March, 
1934, to $1,117,330 during the cor- 
responding period of this year, ac- 
cording to a report from the Depart- 
ment of Commerce. 

* %* * 


The National Cash Register 
Company reports June orders at ap- 
proximately $2,300,000, or better 
than 10 per cent ahead of last June, 
while the company’s first half year 
showed a gain of 14.7 per cent over 
1934. Speaking of cash registers, 
it is stated that the government 
mints have been running extra shifts 
to supply the unusual demand for 
small coins needed for the more 
active current public spending. 
This is considered a significant in- 
dex of the better feeling and the 
better resources now prevalent. 

* * 

World industrial production 
continued to advance during May, 
according to the current monthly 
statement on economic conditions 
in foreign countries today by the 
National Industrial Conference 
Board. Improvement was reported 
in England, Canada, Australia, Ger- 
many, Italy, Belgium, Spain, Fin- 
land and in several Central and 
South American countries. Condi- 
tions remained substantially un- 
changed, according to preliminary 
reports, in France and Switzerland, 
while some recession occurred in the 
Netherlands, the United States and 
Mexico. 











Riding On The 
Crest Of A 
NATION-WIDE 
WAVE! 















A 21.00 
SHADE 
COULD DO 
NO BETTER 
SO WHY 














15c CLOPAY 

WINDOW SHADES 

SELLING BY THE 
MILLIONS 


‘THE depression forced Americans to 
economize. Now they can’t—or won't 
quit. And that’s just made to order for 
15¢ Clopay Window Shades! Women 
read Clopay ads, then try one or two 
Clopays. They find that Clopays really 
are amazingly good looking—that they 
do harmonize with any surroundings— 
that the remarkably strong Kraft fiber 
Clopays are made of will not crack, pin- 
hole or ravel on the edges and, that 
everything else claimed in the ads is 
true. Then, right back they go for more 
15¢ CLOPAY Window Shades! Thou- 
sands of dealers have already learned 
that this means excellent volume sales— 
record breaking “turn over”—invaliable 
good will—steadily growing profits. Are 
you among them? If not—why not call 
your jobber now or write direct to 
the CLOPAY CORPORATION, 1478 
York St., Cincinnati, Ohio. 


CLOPAY 


America’s Fastest Selling 
WINDOW SHADES 
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‘The QUALITY group | 


Who Makes It? 








Bassick 
HOUSEHOLD CASTERS 
RUBBER CUSHION SLIDES 











Profit Makers for 
Hardware Dealers 





A sales producing display 
(“8.x 12”) with samples mounted 
on removable wooden plugs. 


This display available to dealers 
purchasing the quality group. 
Write for complete information 
on how it can be obfained. It is 
the most practical caster sales 
aid ever developed. 


THE BASSICK COMPANY 





Bridgeport, Connecticut 





Information regarding sources of supply as provided readers 
of Hardware Age by the Who Makes it? Editor is here pre- 
sented as an aid to others in the trade who may be seeking the 
same articles. The inquiries reproduced have been selected be- 
cause of their general interest to hardware merchants and buy- 
ers. This editorial feature in each issue supplements the ser- 
vice rendered by the “Who Makes It?” issue published on Sept. 
27, 1934. When writing to the firms mentioned, state that you 
saw the product listed in Hardware Age “Who Makes it?” sec- 


tion or issue. 


Newark, N. J.: Who makes the 
Andree steel wrench? — The Busi- 
ness Branch, Public Library of 
Newark. 

ANSWER: Andree Wrench Co., 
Oak Park, Il. 

* * * 

FieiscHManns, N. Y.: Provide 
name and address of the manufac- 
turer of Minwax.— Halpern Mer- 
cantile Co. 

ANSWER: Minwax Co., 11 W. 
Forty-second Street, New York City. 

* * * 


West Pratins, Mo.: Where can we 
buy a lawn mower having a sickle 
instead of a revolving reel?—Aid 
Hardware Co. 

ANSWER: Clipper Mfg. Co., Inc., 
Dixon, Il. 

* © # 

Greenwicu, Conn.: Who makes 
the Paragon insecticide duster?— 
Greenwich Hardware Co. 

ANSWER: Campbell - Hansfeld 
Co., Harrison, Ohio. 

* * * 


BETHLEHEM, Pa.: Furnish address 
of the manufacturer of Wellsworth 
goggles.—Krause Hardware. 

ANSWER: American Optical Co., 
Southbridge, Mass. 


- | = 


New Lonpon, Conn.: Who makes 
the St. Clair automatic self-bailer 
for boats?—The Eaton & Wilson Co. 

ANSWER: St. Clair Iron Works, 
St. Clair, Mich. 

* * * 

PuitipspurG, Pa.: Where can we 
buy Beaver Driver baseball bats?— 
Jones & Co. 

ANSWER: Hanna Mfg. Co., 
Athens, Ga. 

* * * 

Wisner, La.: Provide names and 
addresses of several manufacturers 
of fibre key boards such as are often 
used on hotel keys.—E. R. Kiper 
Hardware & Lumber Co. 

ANSWER: Continental - Diamond 
Fibre Co., East Newark, Del.; Na- 
tional Vulcanized Fibre Co., East 





Wilmington, Del., and Spaulding 
Fibre Co., Inc., Tonawanda, N. Y. 


Se ¢& = 


PuHiLaDELPpHIA, Pa.: Provide 
names and addresses of several 
manufacturers of post mauls with in- 
serted hickory heads.— Edw. K. 
Tryon Co. 

ANSWER: J. B. Hellenberg Co., 
Inc., 444 Clark Street, Coldwater, 
Mich.; Jos. Pollard Co., 144 Ash- 
land Place, Brooklyn, N. Y., and 
Campbell Wood Products Co., 460 
Greenwich Street, New York City. 

* # # 

Bronx, N. Y.: Who makes the 
Tusko toilet seat?—-Lawrence Hard- 
ware Supply. 

ANSWER: Tusko Seat Co., Syra- 
cuse, N. Y. 

* * *& 

Mountain Lake, Minn.: Furnish 
name and address of the manufac- 
turer of the National hay carrier.— 
Hiebert Hardware. 

* * * 

Morristown, TENN.: Supply ad- 
dress of the Buffum Tool Co.—Whit- 
taker-Holtsinger Hardware Co. 

ANSWER: Frank G. Buffum Mfg. 


Co., Louisiana, Mo. 
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WesTFIELD, Mass.: Who makes 
Ferdico seam seal for boats? — 
Bryan Hardware Co., Inc. 

ANSWER: L. W. Ferdinand & 
Co., 599 Albany St., Boston, Mass. 


* + 


IrHaca, N. Y.: Provide name and 
address of the manufacturer of Hol- 
comb window cleaners.—C. J. Rum- 
sey & Co. 

ANSWER: J. I. Holcomb Mfg. 
Co., 1534 Van Buren St., Indian- 
apolis, Ind. 

* * * 

Bancor, Me.: Who makes Olym- 
pian lawn mowers?—Rice & Miller? 

ANSWER: This is a special brand 
of the Simmons Hardware Co., St. 
Louis, Mo. 


> & 2 


SanTiaco, CuBa: Furnish name 
and address of a manufacturer mak- 
ing apparatus used in utilizing the 
sun’s rays to heat water for house- 
hold purposes.—Ml. de Js. Tavares 
Sucs. 

ANSWER: Ocala Sheet Metal 
Works, 310 S. Main St., Ocala, Fla. 


+ & 


BattimoreE, Mp.: Who makes the 
Silent-Nite casement adjuster? — 
Herman Lipnick. 

ANSWER: Wright Products Mfg. 
Corp., Minneapolis, Minn. 





The 1934-35 edition is now in your 
hands. It is a condensed catalog of 
manufacturers of hardware and n- 
dred merchandise in one handy vol- 
ume for ready reference. The 1935-36 
edition will be published Sept. 26, 1935. 
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Let’s look at 
what you're buying 
—and selling 


You'll be interested in this—especially 
if you have some bulk customers. 

First of all, there’s the NET WEIGHT 
of the package. If a box is marked “25 

ounds” it should contain 25 pounds of 

‘ACKS! 

CROSS employees are instructed to 
weigh as close to actual as possible, but 
always on the heavy side! 

Next, there’s the Standard Weight of 
each tack. There’s no advantage to your 
customers in overweight tacks. A tack 
counting 2400 to the pound is not cheap 
at 8¢ per pound as compared with 3200 
count at 10¢. 

Upholsterers, carpet layers and cleaners, 
trimmers, furniture manufacturers— peo- 
ple who use tacks by the carload—tell us 
they prefer Cross Sterilized Tacks because 
the full even count in every box makes it 
possible to estimate tack costs accurately. 

Other important features include the 
double-sterilization, needle-sharp points, 
round centered heads that stay on, stron 
shanks, and the fact that Cross Sterilize 
Tacks are 100% usable—no culls, no dirt. 


Display Stand FREE! 
while they last 


Ask your jobber about the free revolving display 
stand. If you prefer, write us giving jobber’s name. 





QVER or UNDER 7 








YOUR JOBBER HAS CROSS OR CAN GET THEM 








W.W.CROSS & CO.INC. EAST JAFFREY,N.H. 
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Loose Chair Rungs 
Fastened for All Time 


HotbemS 


Reg. U. S. Pat. Of. 


were introduced to the Hardware Trade 
last season through regular jobber-dealer 
channels of distribution. We have yet to 
have an unfavorable reaction from dis- 
tributor or consumer, while re-orders 
prove their popularity and success for 
fastening loose chair rungs. 


NO | Beginning in 
e September 


We will commence a far more extensive 
advertising campaign to reach the house- 
holder when the steam heat goes on and 
the glue dries out to loosen rungs and 
legs in chairs and tables. We will use 
the following publications: 

Saturday Evening Post 

Better Homes and Gardens 

Popular Mechanics 

Popular Science Monthly 

Christian Science Monitor 

Magazine Section of Sunday Newspapers 





PACKAGED IN 
TWO UNITS 


THE 
ADVERTISED 
PACKAGE 
25 CENTS 
A BOX 


30 Holdems, 5 assorted sizes to the box, 12 
boxes to a carton, $3.00 less 334%. 


THE 10-CENT PACKAGE 


(Card with cellophane envelope attached) 


10 Holdems to package, two 
sizes only—36 packages to a 
carton, $3.60 less 3314%. 


Order a carton of both 
units today and be ready 
for the new business that 
Holdems bring to the hard- | 
ware trade. 





Through your wholesaler, or if he cannot 
supply you, direct. 


A. & F. PRODUCTS, MFRS. 
1 West 37th Street, New York, N. Y. 
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Homeworkshop Equipment 
Ends Fall Slump for Weed & Co. 


(Continued from page 27) 


sales. Color helps display, as 
woodworking machines are usually 
finished in gray, and benefit from 
bright, contrasting color. 

In arranging for a demonstra- 
tion, a man who understands 
woodworking machinery and can 
show the potential customer its 
many uses is obtained. Many 
merchants agree that action or 
moving window displays attract 
attention. When a man is dem- 
onstrating the use of woodwork- 
ing machinery in the window a 
sign is shown the audience, invit- 
ing them into the store to see the 


finished pieces he has made, to- 


secure a free catalog and also to 
ask any questions. The store’s 
newspaper advertisements carry 
the story about the store and win- 
dow demonstrations. 
Woodworking machinery repre- 
sents a fair-sized investment, and 
the customer who is interested 
cannot be hurried into buying. 
The store recognizes that no trans- 
action is complete until the cus- 
tomer is satisfied, and the sales- 
men assist the customers in plan- 
ning and selecting the machines 
needed for their workshops. If 


the customer has trouble in set- 
ting up a machine a man is sent 
out to help him. 

Hobbyists are enthusiastic “mis- 
sionaries,” and when they get real 
service they are assets to the store 
that provides it. The homework- 
shop idea is contagious, and the 
store makes the most of its oppor- 
tunity to spread the hobby. 

There are many interesting and 
profitable ways of displaying and 
selling this homeworkshop idea, 
and every store has to plan its 
sales promotion in keeping with 
its amount of stock, display and 
store space. Weed & Co. advises 
dealers to stock woodworking ma- 
chinery regardless of the size of 
the store. It can be displayed in 
the small or large hardware store 
in many interesting and _sales- 
producing ways, and the hardware 
merchant will find this ever-in- 
creasing homeworkshop hobby 
profitable the year around. 

The homeworkshop department 
of Weed & Co., Rochester, is in 
charge of Mr. Edward Wolfe, who 
trains his salesmen to handle the 
line. Lleyd H. Higbie is display 
director and advertising counselor. 





Homecraft Exhibit Helps Sales 
of Power Tools in Wisconsin 


HE Zweck - Wollenburg 

| Company, Beaver Dam, 

Wis., increases its business 

on power tools by displaying ob- 

jects in its sales windows which 

have actually been made by per- 
sons who purchased such tools. 

Wherever consent can be ob- 
tained, the firm puts in a placard 
giving the person’s name and ad- 
dress. Thus an interested pros- 
pect will often call on a tool 
owner and ask him how the tools 
are performing. 

One of the displays in the 
firm’s windows recently showed a 
power boat in miniature, made by 
a young Beaver Dam man with 
tools purchased from the Zweck- 
Wollenburg Company. 

“This is an effective way to sell 
power tools,” declared Mr. Wol- 
lenberg, president. “If a prospect 


sees objects in a window which 
can be made by such tools he will 
often be stimulated enough to 
come in and buy. Again, persons 
who had no idea that such tools 
could be used to good advantage 
see these displays and become in- 
terested. One customer bought 
$1,200 worth of these tools from 
us this year. Many others have 
purchased tools in amounts rang- 
ing from $200 to $600. 

“We have been adding to our 
line, going in for the larger units. 
This gives us quite a complete 
stock and we draw trade on the 
line for miles around. We plug 
the units in newspaper ads, having 
discontinued handbill advertising 
the past year, and we find that 
the newspaper ads bring in more 
business than any other type of 
advertising we have tried.” 
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PADLOCKS THAT SELL 








The New No. 24528 PADLOCK DISPLAY 


EBactt No. 24528 Padlock Assortment consists of a hand- 
some Green Duco Finish Display, 17/2” x 75”, fitted with 
hooks for attaching five Eagle Padlocks of outstanding value 
and salability. These padlocks are Nos. 04831, 04821, 04810, 
04671 and 04831 B. Displays are packed one in a box, weight 
3% Ibs. 

eee 


The Eagle Quality Line 


Night Latches Store Door Sets Wood Screws 
Trunk Locks Padlocks Stove Bolts 
Front Door Sets Cabinet Locks Machine Screws 


EAGLE Fok co K CO, 


26 Warren Street -- w YO 


Branch Offices: 


521 Commerce St. 179 N. Franklin St. 114 Bedford St. 
Philadelphia, Pa. Chicago, Ill. Boston, Mass. 











..And another buyer goes 100% BISSELL 








Ie auver FEARS THIS SALES INTERVIEW WILL BE LIKE A HUNDRED 


OTHERS ——10LE CHATTER ABOUT SLOW MOVING MERCHANDISE. 














2. PLEASANT SURPRISE. HEARS SALESMAN TELL HOW ONE NEWYORK STORE 
TURNED OVER STOCK OF BISSELL SWEEPERS™ FIVE TIMES IN ONE MONTH. 

















I 
° OPENS EARS WIDE TO LEARN HOW ANOTHER STORE IN 
HAD* TEN BISSELL TURN OVERS IN 1934. 



































5+ ASKS SALESMAN TO PULL OUT HIS ORDER PAD—AND SHIP 
THAT NEW BISSELL STOCK FAST. 











Any dealer can tell you—that Bissell Sweepers sell at an as- 
sured mark-up without an offsetting mark-down. Sell because 
they give the consumer something she wants. Sell because 
Bissell is the only sweeper backed by consistent national ad- 
vertising—advertising that reaches right into your neighbor- 
hood. Write to-day for the complete Bissell story. We have 
some facts that will amaze you. *Actual Sales Fact 


BISSELL CARPET SWEEPER CO. 
Grand Rapids, Mich. 
New York Office and Export Dept., 46 W. Broadway, New York 





AUGUST 15, 1935 


71 











IT’S Easy 


To Sell Sponges 
FROM THIS DISPLAY 





We’ve PROVED it 


Selling Anna Sponges is easy. The hard 
work is done by the Anna Sponge Display 
pictured above. It presents the product 
with smashing effect, tells the price and sug- 
gests uses. Your job consists in ringing up 
the sale. 


These displays are practical, too—take up 
but little counter space and are easily re- 
filled. Reserve stock kept in original con- 
tainer behind counter. Experience proves 
that whenever druggists put this display out 
front and keep it there, they make sales .. . 
off-the-counter sales that mean new business, 
extra profits. For Anna Sponge offers 20,- 
000,000 married women the quickest and 
best way to get household clean-up tasks 
done. 


If you’re one of the many thousands of 
druggists who have bought Anna Sponges, 
make sure you put this silent salesman out 
front and keep it there. If you don’t carry 
Anna Sponges, order through your jobber 
or write us and we will see that you’re sup- 
plied. Cash in on this first new merchandis- 
ing idea for sponges in 50 years. 





AMERICAN SPONGE & CHAMOIS CO., INC. 
47 ANN STREET, NEW YORK 
809 Montgomery Street, San Francisco 
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The Master Installment Chart 


(Continued from page 45) 


a half months is the average time 
our money is outstanding. 

Now divide this “average” time 
into 100 per cent and we find the 
collection percentage that account 
produces. Thus, dividing four and 
a half into 100 per cent gives 22.2 
per cent, as shown in Column 3. 

Here is an additional point 
which does not appear on the 
chart. Suppose we make a $100 
sale, 20 per cent down and the 
balance in 10 monthly payments. 
By referring to Columns 1 and 2 
we can see that 5.5 months is the 
average time the $80 balance will 
be outstanding. But these figures 
refer only to the time payments, 
$80, and not to the full $100 sale. 
How may we find the average time 
the entire $100 is outstanding? 

We know that the time pay- 
ments alone average 5.5 months, 
and these time payments are 80 
per cent of the whole sale, since 
the down payment was 20 per cent. 
Therefore, the average time the en- 
tire $100 is outstanding is 80 per 
cent of 5.5 months, or 4.4 months. 

If we get out our pencil to prove 
that statement we find the invest- 
ment required to finance an open 
credit sale which stands on our 
books 4.4 months is 36.7 per cent 
of the amount of the sale (4.4 
times 81/3 per cent), exactly the 
same amount as the chart shows 
will finance a 20 per cent, down 
payment with 10 months to pay 
the balance. 

In studying the Master Install- 
ment Chart almost everyone will 


be surprised to discover that the 
following sets of terms are “equiv- 
alent,” that is, they require equal 
investments to finance: 


Investment required is 16 2/3 per 
cent of the sale. 


a. Two months’ open credit. 

b. Nothing down, three month- 
ly payments. 

c. 20 per cent down, four 
monthly payments. 

d. 331/3 per cent down, five 
monthly payments. 


Investment required is 30 per cent 
of the sale. 


a. 3.6 months’ open credit. 

b. 10 per cent down, seven 
monthly payments. 

c. 20 per cent down, eight 
monthly payments. 

d. 40 per cent down, eleven 
monthly payments. 


Investment required is 50 per cent 
of the sale. 


a. Six months’ open credit. 

b. Nothing down, eleven month- 
ly payments. 

c. 20 per cent down, fourteen 
monthly payments. 

d. 33 1/3 per cent down, seven- 
teen monthly payments. 


Of course all these figures (and 
the chart itself) presume all pay- 
ments will be made right on the 
dot. Alas, this is never the case. 
And the missed payments slow up 
the collection percentage and in- 
crease the required investment. 


This Land of Hardware 


(Continued from page 25) 


Powder Horn, Sandstone, Minn. 
Colo. Scales Mound, III. 


Radio, Mont. Scraper, Okla. 
Rake, Iowa Searchlight, Nev. 
Ramrod Key, Fla. Shaft, Pa. 

Range, Ala. Sheephorn, Colo. 
Rawhide, Nev. Shell, Wyo. 

Razor, Tex. Shovel Lake, Minn. 
Register, Ga. Silica, Kan. 
Saddle, Ark. Slat, Ky. 

Salt Peter, W. Va. Slate, W. Va. 


Sledge, Miss. Tongs, Ky. 
Snowshoe, Pa Torch, Mo. 
Spades, Ind. Trace, W. Va. 


Spray, N. C. 
Sprinkle, Tex. 
Staples, Minn. 


Wagontire, Ore. 
Wagontown, Pa. 
Wagon Wheel Gap, 


Stillson, Ga. Colo. 
Straight Fork, Wax, Ky. 

Tenn. Whetstone, Ky. 
Supply, Okla. Wirebridge, W. Va. 


Tank, Okla. Zinc, Ark. 
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$upREMES fit 


Circulating Heaters! 














Ti: day is gone when you had 


to carry numerous sizes of 

wicks for each type of circu- 
lating heater and oil stove. Now all you have to 
do is to stock the SUPREME in two popular sizes 
that will fit virtually every type of circulating heat- 
er and oil stove using asbestos wicks. 


It will pay you to concentrate on SUPREME Wicks 
for other reasons, too: 


* More than a million readers of national publi- 
cations are reading about SUPREME Wicks. 
These ads refer them to your hardware store. 


* Every SUPREME Wick is fully guaranteed to the 
consumer on a money-back basis. 

* SUPREME Wicks are not sold in chain stores or 
mail-order houses. 

* Available in two sizes . . . standard size retails at 
5c, giant size at 25c. Packed in an attractive 
counter-display box. 

* SUPREME gives more value for the money. 


* Every user of the following makes of oil stoves 
and circulating heaters is your customer: NESCO, 
GARDNER, TROPICAL, ROYAL, AMERICAN, 
EVERITE, FLORENCE, SAVOIL, WINDSOR, 
HUENEFELD, ACE, E-Z-EST WAY and many 


others. 


Your nearest jobber can supply you with SUPREME 
Wicks. Stock them NOW and add PROFIT to 


your sales. 


MARYLAND ASBESTOS 


PRODUCTS COMPANY 
BALTIMORE, MARYLAND 
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Wen shots sp 


HATS NEWS 


AND NEWS THAT 
MEANS MONEY TO YOU 


ISTEN to real shooters talk ammuni. 
| ie tion. At rifle ranges .. . at Skeet or 
trap clubs or at your own counter. You’ll 
hear them say that certain priming is the 
best, that so and so makes better wads, or 
that such and such bullet lubrication is 
good or bad. 

But when it comes to powder they nearly 
always agree. Du Pont powders, they say, 
have always stood by them. They remem- 
ber times when they got a “possible” on 
the rifle range or broke 98 out of a 100 at 
the traps or 25 straight at Skeet or brought 
down that fast-flying duck. 

No wonder they like them! Du Pont 
powders have performed for shooters since 
the early days of the republic. If you sell 
ammunition loaded with du Pont powders 
you’ll have what most of the shooters want. 


E.I.DU PONT DE NEMOURS & COMPANY, Inc. 
Sporting Powder Division 


Wilmington, Delaware 
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on brilliantly 
colored display 
cards. This new 


display will hel 
self Kleine , 


LOOK AT 
PROHT 


The average electrician or good 
mechanic is satisfied only with 
good tools. Inferior tools that sell 
on price rarely build steady cus- 
tomers. Klein Pliers at their new re- 
duced prices represent the maxi- 
mum in tool. quality and value, 
and what is more important, they 
carry a fair profit for the hardware 
dealer. Be sure to push Kleins when 
you are asked for pliers. Kleins 
guarantee customers satisfaction 
and profits for you. 


Distributed through jobbers 


N 
S 





SZ is 


moon KLEEN 


3200 BELMONT AVE., CHICAGO 
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New Britain Exhibits 


(Continued from page 39) 


plays of the Beaton & Cadwell Co., 
manufacturers of valves; the P. 
John Mfg. Co, makers of dies; the 
Taplin Mfg Co, well known mak- 
ers of egg beaters, and the New 
Britain Spring Co. 

The history behind the products 
of some of the principal hardware 
manufacturer exhibitors is replete 
with colorful events, and should 
be of interest to all hardware men. 

Before the Civil War, Frederick 
P. Stanley was making, peddling 
and applying his hand-shaped 
bolts to barn doors. In 1852, his 
neighbors joined with him and 
pooled their savings amounting to 
$30,000 and incorporated the 
Stanley Works. Present capital- 
ization is $13,000,000. Following 
the incorporation of the company 
butts were added to the line and 
the working force increased to 25 
men. Mr. Stanley installed the 
first steam engine to be used for 
industrial purposes in the State of 
Connecticut. In about 1853 a lad 
of 19, whose name is linked closely 
with the development of the Stan- 
ley Works for the succeeding half 
century, William H. Hart, joined 
the organization. Within a few 
years, Mr. Hart became the direct- 
ing officer of the company, and 
Mr. Stanley retired from active 
management. 

In about 1871 the Stanley 
Works pioneered the development 
of the process of cold rolling steel 
and were the first in the hardware 
world to manufacture products 
from such material. In 1869 the 
Stanley Rule and Level Co., which 
was later purchased by the Stanley 
Works, acquired patents covering 
the Bailey iron plane, which was 
then a revolutionary development. 

The Stanley Works were also 
the first to designate the proper 
size screws for various types of 
hardware and to pack the correct 
serews with each article. They 
were one of the very few manufac- 
turers in the early 80’s who saw 
the advantages of developing ex- 
port trade. 

About 1890 the Stanley Works 
began purchasing various other 
industries and adding their prod- 
ucts to the Stanley line. The larg- 
est purchase was made in 1920 


when the Stanley Rule & Level 
Company was acquired. 

The American Hardware Cor- 
poration was formed in 1902 
through a merger of the Russell & 
Erwin Mfg. Co., established in 
1839, and P. & F. Corbin, estab- 
lished in 1849. At that time the 
two companies were separate and 
independent and rivals in the mar- 
ket for builders’ hardware. The 
time of the formation of the Cor- 
poration was a period when many 
such consolidations of individual 
concerns were made, the manifest 
advantages being economies in ad- 
ministration, savings in purchases, 
and elimination of duplication in 
manufacture. 

The stock of the two companies 
was very largely held by the same 
people, most of whom were New 
Britain residents and whose inter- 
ests would be served by a closer 
union. Both plants were engaged 
in the manufacture and sale of 
builders’ hardware, their combined 
output, at that time, being nearly 
one-half of the industry’s total pro- 
duction. The same trades and 
classes of labor were employed in 
processes practically identical. 
For all of these, and for other 
cogent reasons, it was decided to 
unite the two companies. 

Later the Corbin Cabinet Lock 
Co., established in 1882, and the 
Corbin Screw Corp., established 
in 1903, became divisions of the 
corporation. In 1931 a plant was 
established in Belleville, Ont., to 
make and sell the products of the 
company in Canada and overseas 
countries. These five divisions 
constitute the manufacturing and 
selling forces of the corporation. 
All the plants except the one in 
Canada and a small factory at 
Dayton, Ohio, are situated at New 
Britain, where the corporation’s 
general offices are located. Sales 
offices and warehouses at strategic 
points are maintained by the dif- 
ferent divisions. The capitaliza- 
tion of the corporation has been 
increased from the original $5,- 
000,000 to $12,500,000. 

Landers, Frary & Clark was 
founded in 1842 by George M. 
Landers, who in that year formed 
a partnership with Josiah Dewey 
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To the experienced architect or builder no sash cord 1s 
too good. One replacement job makes cheap cord cost 
more than Samson Spot Cord. More than forty years of 
adherence to one quality standard—one grade—one name 
and trade-mark has established Samson Spot Cord as the out- 
standing dependable value. For permanent buildings Samson 
ed Spot Cord is almost always definitely specified. By carrying it 
ly in stock you will get profitable business. 
rO- 


nd 


Where a moderate priced window cord is suitable, and for an 
especially good clothes line, we offer Phoenix—a real sash cord 
and good value. Phoenix is made all yarn construction, firmly 
braided, smoothly finished and has a minimum of stretch. 
Phoenix may be stocked for both sash cord and clothes line use. 
It costs a little less than Spot Cord but is dependable quality 
at a modest price. 
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We make cotton twine and all kinds of braided 
cord for various uses. Write for catalogue. 


ck 
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SAMSON CORDAGE WORKS 


Boston, Massachusetts, U. 8. A. 


he 


‘as 


he 
as 
ns Write, now, 
nd for full infor- 
mation on the 
Vitalic Profit 
Franchise. 


CONTINENTAL 
, RUBBER WORKS 


ERIE, PENNA., U.S.A. 
A complete line of 
Bicycle Tires 
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Anything 





There is always something to be shipped 
or ordered; and regardless of shape, 
weightor size Railway Express will trans- 
port it swiftly and unerringly. e With 
offices at 23,000 different points through- 
out the nation, Railway Express is al- 
ways ready to pick up your shipments, 
speed them on fast passenger trains and 
deliver them quickly, safely and econom- 
ically in all important cities and towns— 
without extra charge. ¢ For service or 
information telephone the nearest Rail- 
way Express office. 


RAILWAY 
EXPRESS 


AGENCY, INC. 
NATION-WIDE RAIL-AIR SERVICE 
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for the manufacture of furniture 
casters, cupboard catches, and 
other small articles. Five years 
later this partnership was dis- 
solved and Mr. Landers started a 
small factory of his own, adding 
coat and hat hooks and related 
products to the lines previously 
made. In 1853, in partnership 
with L. O. Smith, he organized the 
Landers & Smith Mfg. Co. This 
company was capitalized at $30,- 
000 and specialized in the manu- 
facture of cabinet makers’ hard- 
ware. In 1862 the company pur- 
chased the manufacturing concern 
of Frary, Carey & Co., Meriden, 
Conn., and moved the business to 
New Britain. At the time of the 
purchase the company’s capital 
was increased to $50,000. - 

The acquisition of Frary, Carey 
& Co. gave the company the ex- 
clusive right to manufacture Turn- 
bull’s Patent Dial Scales, for 
which a large demand existed at 
the time in both the domestic and 
export markets. Many other pop- 
ular items of that era were also 
then being made by the company, 
including such items as Cone’s 
patent house bells, Parker’s patent 
table and call bells, Coe’s, Taft’s 
and Webb’s screw wrenches, fau- 
cets, bright iron and brass wire 
goods, hardware, toys, and many 
other articles. In 1864 the capital 
was again increased, this time’ to 
$80,000, and on June 1, 1865, the 
company became Landers, Frary & 
Clark. About a year later the 
company began the manufacture 
of table cutlery and became‘one of 
the world’s largest makers of the 
line. 


The company’s Aetna works 
building is probably the oldest 
continuously operated factory 
building in New Britain: When 
the building was completed on 
March 15, 1867, it was the scene 
of a great dedication ball, which 
was attended by some 1500 people. 

In the late 1890’s the company 
started making the Universal food 
chopper. Capital had meanwhile 
been increased to $250,000. With 
this began a rapid expansion of 
the company as a manufacturer of 
household appliances, and “Uni- 
versal” bread makers, percolators, 
and nickelware were soon placed 
on the market. The possibilities 
for the widespread use of elec- 
tricity were early recognized by 
the company, and in 1916 it had 
begun the development of its pres- 
ent very complete line of electric 
cooking and heating devices. Re- 
cently the manufacture of electric 
refrigerators has become an im- 
portant part of the business. Dur- 
ing the World War the company 
received governmental commenda- 
tion for its remarkable achieve- 
ments in manufacturing huge 
quantities of war materials, in- 
cluding mess equipment, gas mask 
parts, trench knives and cavalry 
sabres with extraordinary speed. 
The capitalization of the company 
is now $10,500,000, and at the 
present time it has under consid- 
eration the erection of an addition- 
al six-story building to be devoted 
to the manufacture of electric re- 
frigerators. 





American Steel & Wire 
Issues Fence Manual 


American Steel & Wire Co. has issued a 
forty-eight page booklet, “Fence Manual 
and Fence Facts.” It contains information 
on the selection of fence and outlines 
points to consider. There is space given to 
selection of steel posts, steel gates and 
points to consider in their selection. Data, 
together with illustrations is included on 
the building of the fence, including infor- 
mation on the right way to unroll fence at 
the fence line, stretching the fence, fasten- 
ing fence to steel line posts, etc. There 
are diagrams showing the fence and steel 
post requirements for different size fields. 
Several pages describe and illustrate some 
of the company’s products and there is a 
dictionary of fence terms. The rear pages 
include forms for recording farm accounts, 
as well as a summary of year’s receipts 


and expenses and a blank for recording 
crop and farm acreage and a daily egg 
record blank. American Steel & Wire Co., 
208 S. LaSalle St., Chicago, Ill. 





Husky Pea Sheller 


The Husky Pea Sheller, may be taken 
apart for cleaning purposes, a simple turn 
of a thumb screw at top of sheller opens 
it up completely making it possible to re- 
move quickly and easily the rubber rolls 
thus exposing all interior parts for thor- 
ough cleaning. Rubber rolls split pea 
pods, forcing peas out of pod. Pod con- 
tinues through rolls down a chute and into 
a pan while peas roll back down a chute 
into another pan. The maker states that 
peas are not crushed. Operated by turn- 
ing a handle. Finished in green enamel 
the sheller is of modernistic design. Conco 
Engineering Works, Mendota, Ill. 
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SEAL-O-MATIC P= = 


CAN SEALER 


A new and greatly im- 
proved autumatic can 
sealer with an attach- 
ment that opens and re- 
flanges cans. A profit- 
able seller. " 


SPECIAL CANNER 


A new National Pres- 
sure Cooker designed 
for canning. Has wire 
basket instead of racks. 
Two sizes, specially 
priced with good dealer 
profit. 
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PRESSURE COOKER 


uine And ONLY 


: W 
America’s Fastest @\ee 


o 
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Imitated but Unequalled' 


Don’t be confused by imitations. 
There is only one National Pressure 
Cooker, and it is made at Eau Claire, 
Wisconsin. The standard for 20 
years. Your customers KNOW it by 
reputation, and want it because of its 
superiority. Write for attractive win- 
dow display and promotional mate- 
rial. 


NATIONAL PRESSURE COOKER CO. 


Eau Claire Wisconsin 








HERE’S THE REASON SO MANY DEALERS ARE SAYING: 


“There’s More Money in 


RUBBERSET PAINT BRUSHES!” 


— money on paint brushes is 
a matter of stocking an adequate 
number of siyles and turning your stock 
frequently. That's just what you can do by 
featuring genuine Rubberset Paint Brushes. 


Because Rubberset, working to elimi- 
nate the profit-reducing duplication of 
styles, has reduced its catalog line by half 
...and still there is a Rubberset Paint Brush 
for every paint job! 

Featuring Rubberset, you can get all 
the numbers you need in a smaller 
stock, you invest less...turn your stock 
faster... make more 
money! And you 
sell brushes you 
can be proud of 














EVERY 
RUBBERSET 
IS SET IN RUBBER 
BUT NO OTHER SET- 
IN-RUBBER BRUSH IS 
RUBBERSET 


AUGUST 15, 1935 


...genuine Rubberset Paint Brushes, made 
by the original Rubberset method . . . the 
process developed by Rubberset that’s been 
widely imitated but never equalled. 


Brushes that Sell Themselves 


Too, your customers know the name and 
quality reputation of genuine Rubberset 
Paint Brushes. No “selling” is required. 
Sales are made more quickly. And you're 
sure the buyer will be satisfied. 

Ask your wholesaler to show you the 
new line of genuine Rubberset Paint Brushes. 
Or, write to us for your copy of the 1935 
catalog and price list. Feature genuine 
Rubberset Paint Brushes and make the rea/ 
profits they offer. See your wholesaler, or 
write to us, TODAY! 


RUBBERSET COMPANY 






















FAST SELLERS in the complete 
line of Rubberset Utility Paint | 
Brushes. Made of pure China } | 
bristles, firmly setinbardrub- 
ber by the original Rubberset 
method. See the whole line! 
Get the profits offered you! 





































75 WEST STREET 
NEW YORK, N.Y. 






77 








oe oe 
wie B 5 


DOOR Hardware 



































New garages . . . new barns .. . and new 
or converted doors on old buildings . . . 
it’s all the same to ALLITH. 


You can sell ALLITH easier and quicker 
for all door hardware requirements . . . 
because ALLITH has established a defi- 
nite reputation for low cost, long life and 
satisfactory performance. Practically every 
community has its ALLITH installation 
made 30 or more years ago and still “just 
as good as new.” 

There’s a profitable volume in ALLITH 
Door Hardware waiting for you. Order 
your ALLITH now and swing this business 
your way. 

If you want the ALLITH Catalog No. 100, 
write 


ALLITH-PROUTY 
MFG. CO. 


Danville, Illinois 
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Price Fixing 


(Continued from page 34) 


perity by artificially and falsely 
raising prices by means of eco- 
nomic limitation, will obviously 
be no more effective than filling 
freight cars with rubbish and 
shunting them around the country. 
Car-loadings would go up, but 
who would benefit? As H. G. 
Wells put it, the theory is compar- 
able to boiling the thermometer to 
heat the house. 

It must be plain that, to get 
more money into the hands of 
labor and the service professions, 
the obvious way is to let labor 
produce more and, at the same 
time, lessen the amounts which 
must be given away to capital and 
government. 

Yes, say the adherents of the 
“new economics,” but if prices are 
allowed to fall in ruthless compe- 
tition, then the laboring man’s 
wages are going to go down. The 
price of everything indicates the 
stored labor therein. Raw ma- 
terials influence very few prices. 
Timber in the stump and coal in 
the mine can be bought at frac- 
tions of the eventual prices. 

That’s quite true. But is there 
some reason why minimum wage 
rates cannot be enforced without 
adopting the price-fixing corol- 
lary? When we find a good, must 
we go hunting for an evil? Would 
not the laborer be better off, mak- 
ing what he’s making today, if his 
living costs were lower? I am in 
favor of a minimum wage because, 
although labor is a commodity, it 
cannot await a favorable market 
as can holders of other commod- 
ities. But I see no reason why 
this cannot be maintained without 
dragging in production-restriction 
or price-fixing policies. 


Buying vs. Investing 


The usual answer is, of course, 
that such things do not happen; 
that by some strange, mythical 
process capital always gets its 
fixed share of the wealth. 

Now, that simply is not true. 

Normally, capital, in competi- 
tion with other capital, will work 
for whatever return it can get. 
The credit of this country is not 


staying out of industry at the pres- 
ent time because of meager profit 
possibilities. It is staying out be- 
cause of uncertainty, because of 
unstable Administration policies 
and because of a fear that the 
rules of the game will be changed 
again before things can fairly get 
going. The need today is for re- 
establishment of confidence in our 
currency and in a price structure 
dictated by the natural laws of 
supply and demand. 

The reason for this is immedi- 
ately apparent. We buy consum- 
ers’ goods. But in durable goods 
—where capital is most needed— 
we invest. The assurance of the 
future, so indispensable in the lat- 
ter case, affects consumers’ goods 
only from the standpoint of the 
merchant who fears to stock his 
shelves. 

The significant fact about price 
fixing is that it has never suc- 
ceeded, whether applied to the 
rubber of Congo, the sugar of 
Cuba, or the wheat of Kansas. 

Any such scheme is sure to dis- 
turb the equilibrium in the dis- 
tribution of wealth. Its only pur- 
pose can be to obtain from the 
public higher prices for goods 
than would be possible otherwise. 
Stated that way, the absurdity of 
the notion becomes plain. And 
to attempt to bring it about by the 
only available method—produc- 
tion control—is sheer suicide. 


Labor Gains Nothing 


Production control actually 
means production restriction. In 
short, it means growing and man- 
ufacturing and using less than we 
are able to. Such methods will 
serve only to stifle and slacken our 
progress as a nation. 

The adherents claim that this 
is merely a temporary device to 
prime the industrial pump. But 
what was the result under NRA? 
Was unemployment diminished? 
Scarcely; it was divided up some- 
what, but that was all. 

Of course, the raising of wage 
rates made it seem to the laborer 
that he was better off. He made 
the same money for less work. 


HARDWARE AGE 











0-PAN-TOP 


the sweeper that has 
EVERYTHING! 


* 


High and Low Nap Adjustment 
Easy-to-Clean Interior Case 
Brush Snaps out from top 
Positive Friction Drive 
Removable Pan 


BIG FEATURES that set 
5h this dynamic sweeper apart 

from all others. Add to them 
FUECa 2-1-5 ob bale Mh ol-Sadeauct-Calel-Weet- tar 
patel atbate ict alos a aie) ant: Sat-t-tote) at.) GammmEr.| 
silent, facile motion...new sleek 
streamline designs...and you'll 
agree that this new sweeper has 
EVERYTHING. * * O-PAN-TOP is 


out to go places, why not go along? 


O-PAN-TOP MANUFACTURING CO. 


250 SOUTH STREET e NEWARK, N. J 











PAINT 
SPRAYERS 


ELECTRIC COMPRESSOR 
OUTFITS COMPLETE 


List as low as 


$20 and $14 “uno: 


Others $5.00 and up. Auto power sprayers list from 
$2.60 up. Speedy sprayers are professional type for all 
general painting, varnishing, etc. Low cost makes sell- 
ing easy. Built right for long life. 

Dealers: Write for complete details, prices and 


discounts. 
, W. R. BROWN CO. 


2014 N. Major Ave. 
CHICAGO 











mail box by 


M°KINNEY 


A 75¢ value retail- 
ing for 59¢ 


Here is the newest member of the 
famous McKinney Family of 
Mail Boxes — designed in the 
modern manner — built of heavy 
gauge steel, handsomely finished 
in dull black lacquer or in spray- 
ed brass — and the price you sell 
it for (in either finish) is only 
59 cents. 





The features: uplifting top 
panel, for inserting mail, guards 
the contents from the weather— 
a peep hole for convenience—a 
card holder for identification—a 
sturdy lock with TWO keys for 
privacy—and a magazine holder 
for unwieldy mail. When un- 
locked—the front pulls forward 
(it can’t fall forward of its own 
accord) and the mail is easily re- 
moved. 





LOCKED 


Here is an item designed right— 
built right—priced right and the 
market is wide open. It’s a mod- 
ern convenience to brighten up 
the entrance — certainly a 75c 
value for 59 cents of anybody’s 
money. Catalog number—12692 
DJ (brass finish 12692SB). Pack- 
ing—6 Boxes, packed in ship- 
ping carton — approximate 
weight, 14 lbs. Immediate deliv- 
UNLOCKED eries available. Call your jobber. 





McKINNEY MANUFACTURING COMPANY 
Main Offices and Factory PITTSBURGH, PA. 


District Offices 


NEW YORK CHICAGO SAN FRANCISCO 








AUGUST 15, 1935 
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MR. RETAILER---- 


We earnestly recommend that 
you ascertain which of your Job- 
bers is featuring guaranteed Tools 
of our manufacture ; 


—Then have his representative 
explain what the offer is, how it is 
truly planned for helping YOUR 
interests ; 


—How your profit is assured via 
’ rapid sales of correctly priced Tool 
values; 


—Sold to you necessarily in 
“deals” constituting genuine co- 
operation between you and your 
Jobber; instead of merely estab- 
lishing a difficult-to-sell high mark- 
up, and then letting you hope to 
sell. 


ASK YOUR WRITE 
JOBBER PEXTO US 
The PECK, STOW & WILCOX CO. 


Tool Mfrs. For Over a Century 
Established 1819 
SOUTHINGTON, CONNECTICUT 








DIETZ 


LANTERNS 






LANTERNS 
for 
CAMPERS & 
SPORTSMEN 


Diez Lanterns provide the most use- 
ful and dependable light to be had for 
Campers, Hikers, Hunters and Fishermen. 
Display Dietz “Little Wizard" Lanterns 
to get this profitable Summer and Fall 
business. 


R. E. DIETZ COMPANY 
Gai jj§ NEW YORK | 
Makers of Lanterns for the World; Founded 1840 














| That sounds splendid. But the 


price index went up in about the 
same percentage, he was hit hard 
by greatly increased processing 
taxes and so forth; and the net 
result has been that the average 
laborer is in worse condition to- 
day than ever because he is fur- 
ther hampered by that great 
error—the short work week. 

Most of what has been done 
and is still being urged is founded 
on the false theory of over-produc- 
tion. This is not merely a defeat- 
ist frame of mind; it is not in ac- 
cord with the facts. 

Even in 1929, the average 
worker’s income was in the neigh- 
borhood of $1,300 annually. Is 
there any reason to suppose that 
he couldn’t use $2,600? The 
truth is that, great as our con- 
sumption has been in the past, 
it has never even approached a 
saturation point, except in a very 
few isolated instances. 

The only thing holding this na- 
tion back today is that much of 
the “new economics,” much of the 
legislation being passed, is based 
upon the weak, untenable theory 
that we have reached our con- 
sumption limit. 

Furthermore, we must also re- 
move from our minds the bunk 
that all in the past was wrong. 

Anyone who really thinks at all 
about our educational system, our 
standards of health maintenance, 
our transportation systems, our 
homes and their equipment, in 
fact, our material progress in 
every way, must realize that it 
simply wasn’t all wrong! 

The sure course seems to me to 
be quite obvious. 

If we are to regain and eventu- 
ally surpass the prosperity of the 
1920’s—as is entirely possible— 
we must restore the production 
per capita to the basis upon which 
we operated in that period. To 
increase production, we must nat- 
urally lower the prices of goods 
until they are within reach of 
more and more people. The mar- 
gin between the cost of production 
and the cost to the consumer must 
be narrowed. Capital’s share 
must be held to a minimum, and 
the number of men working for 
the government—all non-produc- 
ers—must be reduced. 

All this implies free and open 


competition—the governor which 
automatically regulates capital’s 
return, which controls monopolis- 
tic powers in business, and which 
safeguards the individual initia- 
tive so necessary to progress. 

It is only fair to say that the 
industrial leaders who have fa- 
vored price fixings are, fortunate- 
ly, only a minority. Some lines 
have been unanimously against it. 
A notable example is the automo- 
bile industry, as shown by the 
Automobile Manufacturers’ Asso- 
ciation, which has stood four- 
square against this type of legis- 
lation from the beginning. And 
is there any more lusty and pro- 
gressive business in the country? 


Don’t Throw Away the 
Charts 


The attainments of one man in 
that field clearly indicates Ameri- 
ca’s choice for the future. Will 
we choose to return to the system 
which enabled one mechanically- 
minded farm boy, within the space 
of one active lifetime, to rise to 
the ownership of the largest in- 
dustrial unit ever created and 
owned by a single individual, and 
who at the same time, by provid- 
ing cheap automobiles for mil- 
lions and high-wage scales for 
other millions, was able to benefit 
so many people? Or will we 
choose a regimented existence un- 
der a bureaucratic government 
which, by dominating and control- 
ling every industrial activity, will 
soon wither the progress which 
only flourishes under open compe- 
tition? 

Admittedly, there were faults 
and abuses in our system. Partly 
due to our laxity in enforcing the 
Sherman, Clayton and Federal 
Trade Commission Acts, we struck 
some reefs in 1929 that were not 
clearly marked on our charts. But 
let’s not do what no sane mariner 
would do—throw away our charts 
and start steering by the stars. 





Sherman Brass Goods 
Catalog No. 34 


H. B. Sherman Mfg. Co. now has its 
Sherman Brass Goods Catalog No. 34. 
The catalog numbers 50 pages, has a 
classified index and features products 
as: hose brass goods, brass pipe fitting, 
plumbers’ brass goods, lubricating de- 
vices, etc. H. B. Sherman Mfg. Co., 
Battle Creek, Mich. 
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Order from your jobber today... 
display this forceful display car- 
ton and make MORE fuse sales! 


THE CHASE-SHAWMUT CO. 
NEWBURYPORT - MASS. 


FUSE SPECIALISTS SONCE 1893 
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The surest way to 
extra profits this fall is to push 
the Brownie All-Wave Antenna. As you 
know, most owners of short wave radios are 
not getting satisfactory reception due to the use of 
an inefficient antenna. Now, with the Brownie you can sell 

a dissatisfied customer a Brownie and the Brownie will re-sell 
the set. Repeated tests have proved that the Brownie will out- 
erform most antennae on the market today, and is outperformed 


y none. 
BUILT ON THE BALANCED DOUBLET SYSTEM 


The Brownie is constructed on the Balanced Doublet System 
with a new e, super-efficient matching transformer and is 
easily installed. And back of every antenna is the experience and 
fine reputation of a long established manufacturer in the electric 
field. e Cash in on the national advertising campaign, starting 
soon in Colliers and the Saturday Evening Post. Write at once 
for our money-making proposition. 


PORCELAIN PRODUCTS, INC. Dept.C FINDLAY, OHIO 








NEW 


Apartment 
Model 










COUNSELOR 
Bath Room Scale 


to Retail at °229 


All the features of higher priced scales 
Finished in durable baked enamel—approved bathroom shades—large 
platform, only 3 inches above the floor, with patterned rubber mat— 
large readable dial—capacity 250 pounds—convenient adjusting button— 
guaranteed for 3 years. Positively the greatest of all Bathroom Scale values. 


The demand for this new Model 500 is so great we urge you to order immedi- 
ately. Special Deal includes attractive Display Stand—Write us for details. 


THE BREARLEY CO., Rockford, Ill. 
Represented in New York by LOEB-STERN, INC., 19 W. 23rd St. 


"Correct in Every Weigh" 


COUNSELOR 
RES RC a eet 
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Look for the Arm-and-Hammer 









Receding Type an 






with 
“Backed-Off” 
Alloy Steel 
CHASERS 


Sell one of these 
improved Thread- 
ers and you will 
have another “booster,” for they cut per- 
fect, smooth threads; cut easily and fast. In 
a customer’s hand they are half sold, for 
they have the balance and finish of a fine 
tool. Bodies are of Certified Malleable Iron, 
cadmium plated. Handles are polished. De- 
sign improvements make them more con- 
venient, more rapidly adjusted. No. 
Standard, No. 1-A Ratchet (illustrated) and 
No. 2 Geared Threader for large pipe. 
ARMSTRONG BROS. 
Chasers fit all makes of 
this type receding thread- 
ers. They are Special 
Vanadium Tool Steel with 
hob-cut teeth, ‘“‘backed- 
off’’ for clearance. Hard- 

drawn, tempered & 
and tested and plainly 
ee and marked for 
size. 


Write for Catalog 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 

314 N. Francisco Ave., CHICAGO, U.S.A. 

New York Sales Office: 109 Lafayette Street 
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Sikensed and glass almost al- 
ways figure in home repairs 
and modernization under the 
Federal plan. 


In all your displays of build- 
ing materials, paints, etc., de- 
signed to get this profitable 
business, do not forget to 
show Red Devil 024 Glass Cut- 
ters. These cutters will give 
your customers best value for 
their money in smooth, sure 
cutting and long wear. 


RED DEVIL 
GLAZIERS’ 
POINTS 


Se Packages 
With Point 
Driver in 

Each. 
No. 20 Counter 
Container displays 
12 packages. Does 


away with weigh- 
ing or loose mea- 


® RECIDEV| WNeHOL SS 


profitable item that 
sells itself. 


LANDON P. SMITH, c. 


IRVINGTON, N, J., U.S. A. 











Obtained 21 Builders’ Hardware Orders 


(Continued from page 29) 





A large St. Louis retail store used this window to tie in with the National 
Housing program. 


families into thé community who 
become permanent customers. 
“All told, 240 families came into 
this community during the first 90 
days that the NHA was operative. 
On July 1, at least 92 houses were 
under construction. The village 
led the nation and received the 
congratulations of the President 
of the United States on its rapid 
development. Pictures were pub- 


lished of the first three homes 
started in the village with the aid 
of an NHA loan, the lay-out cover- 
ing a full page in the local news- 
paper. We, who are in the hard- 
ware business, can do no better 
than to tie-in effectively with such 
general local enterprise. 

“Our window which has created 
so much comment is but one of 
the windows to show our colors.” 





Display a Fundamental of Selling 


(Continued from page 37) 


that we are so located that we are 
able to get paint in to us every 
week direct from the factory ware- 
house. Due to our rapid turnover 
in paint, and the rapid service 
that we receive, our paint stock is 
always ‘fresh’ and the labels do 
not show that they are of old 
stock. When we receive a stock 
of paint the new stock is put to 
the rear and the old stock is 
brought to the front. The cus- 
tomer is always assured of paint 
that has not settled to the bottom. 
We also keep our paint stock in 
various departments. One section 
we keep enamels, another flat 


wall, another stains, another pre- 
pared paints, etc. By doing this the 
customer will always get just what 
he calls for. For example, the 
paint manufacturers now are 
standardizing on a common label. 
If stains and enamels are not kept 
far apart, especially when the 
labels are exactly the same color, 
one is liable to cause trouble. 
Along with this department sys- 
tem we keep at all times a per- 
petual inventory and want book 
of the paint stock that is short. 
By this method our stock is prac- 
tically balanced. 

“3. Displays: During the year 
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SUPER APEX 


has a zine coating almost twice as heavy as some other widely and 
more or less carelessly advertised lines. 


On top of this zinc coating there is baked a coat of high quality 
enamel thus reducing corrosion almost to the vanishing point. 


THE LIFE OF SUPER APEX 


in “Salt Air,” moisture or gaseous laden climates is almost double 
the life of cloth made by the old process. 


STEEL — COPPER — GOLDEN BRONZE — SPECIAL ALLOYS 
ANTIQUE BRONZE — ALUMINUM 


HANOVER WIRE CLOTH CoO. 


HANOVER, PENNSYLVANIA 














AXES with 


an edge on 
other Brands 











THE COLLINS © 


COLLINSVILLE, CONN. 


AXES HATCHETS BUSH HOOKS 
* HOES PICKS MATTOCKS 


















THE BUILDER’S HARDWARE 
LINE THAT’S Guaranteed 


There isn’t a shadow of doubt about 
the quality of any item bearing the 
FRANTZ name— it’s guaranteed. Sell 
Frantz Hangers and Track, Garage 
Equipment and Finish Hardware — it 
costs no more to assure yourself of the 
good will of your trade. Write today 
for Catalog. 


FRANTZ MANUFACTURING CO. 
STERLING, ILL. 





























¢ THE SWEDISH “PRIMUS” - 


Is the Indispensable Companion of Explorers 
and 


Invaluable to Campers 
Gw9 
Burns kerosene 
or gasoline with 
equal efficiency 
Smokeless — Reliable — Safe 





Send for complete catalog 
of more than 60 patterns 


e SANDVIK SAW & TOOL CORPORATION e 


740 Washington Ave., North 109 Lafayette St. 
Minneapolis, Minn. New York, N. Y. 
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ANOTHER 


Creative Whittlr’ 


WHO USES 
REMINGTON 
KNIVES 


Wood-carvers who do fine, 
artistic work can’t use ordi- 
nary knives. But they often 
choose Remington knives 
because they have all the 
necessary qualities: sound 





R-100-A—A good whittling knife 
is good for any purpose. Reming- 
tons are good “whittlers.” 





“Bud” Blake makes caricatures 
of wood for leading magazines. 


materials; blades of supe- 
rior steel; blades that walk 
and talk and stay tight in 
the handle. And knives like 
that will please anyone! 

It will pay you to stock 
and sell Remington quality 
knives. Get full information 
from your jobber or write. 
REMINGTON ARMS COMPANY, INC. 


Cutlery Division, Dept. G 11 
Bridgeport, Conn. 


Remington, 


ree 











Trow & Holden 
TOOLS & SUPPLIES 


are guaranteed 


SEND FOR LATEST CATALOG 
TROW & HOLDEN CO. 


Barre, Vermont 
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This Display Sells Tape 







Customer 
Takes a 
Package— 

Another 


REA oe as 





‘THE New Slipknot All-Metal 
Automatic Salesman, with 
Stock Bin, holds 48 rolls assorted 
of fast selling Friction Tape, to 
retail at 5, 10, 20 and 35 cts. per 
roll, This tape is extra adhesive 
—can’t dry out—has greater ten- 
sile strength—edges can’t ravel. 
Will double and treble your tape 
sales. 

Also SLIPKNOT Double Wear 
RUBBER SOLES on Colored 
Cards with Cement. Finest qual- 
ity rubber. All sizes. Sold through 
Jobbers. Write for details to— 


PLYMOUTH RUBBER COMPANY, Inc. 
Largest Rubberizers of Cloth in the World 
100-200 Revere St. CANTON, MASS. 
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to more 
places... 


of historic interest — nearer the retail 
shopping district, theatres, etc.—and com- 
bining everything in appointments, con- 
veniences and luxuries that a modern struc- 


we arrange a paint display in the 
windows every month except in 
paint season, when we have a dis- 
play every three weeks. Our aver- 
age sales power resulting from 
these displays nets us an average 
of 25 per cent of our entire paint 
sales. Just a word in regard to 
this particular display: 


Window Display: 

“The background consists of 
one piece of wall board 7 feet 8 
inches by 4 feet, covered with 
canary crepe paper. From the 
center is drawn a series of paral- 
lel French blue crepe tubes. From 
the top center across the sides is 
of the same construction. On each 
side of the center panel is tacked 
orange crepe ‘wings’ on the floor 
and pulled to the top corners. In 
front and on each side of the 
panel is light green crepe paper 
tacked to the floor and pulled to 
the top sides of the window. On 
the floor is grass green crepe 
paper. Canary yellow rosettes are 
tacked to each of these ‘fan’ shape 
pulls. The labels on the paint are 
of orange, yellow and green with 
some black. These colors har- 
monize very well with the color 
scheme of the display. More than 
40 gallons of paint, 36 paint 
brushes, 13 folds of crepe paper 
and 14 lb. box tacks make up this 
display.” 


Bond Steering Column 
Handy Flashlight 


The Bond Electric Corporation, Jersey 
City, N. J., is offering to automotive 
supply dealers a focusing spotlight 
equipped with clamps by which it may 
be fastened to the steering column. The 
manufacturer states the suggested retail 
selling price is 75 cents complete with 
batteries, and is sold packaged in units 
of four, in an attractive carton counter- 
display which carries an illustration of 
the flashlight in position on the steering 
column. The copy reads: “An all time 
place for a flashlight, right where you 
can reach it.” 









Reehester Sash Balance Co., Ine. 


ROCHESTER 
SASH BALANCES 


Have over FORTY 
YEARS’ EXPERIENCE 
built into them. 


A) QUALITY: We have it. 

NM} SERVICE: We give it. 
S SATISFACTION GUAR- 

4 ANTEED. 

Write for prices. 


Bechester, N. Y. 














Horse & Mule _ 
Shoes over 
100 
Hand puddled years 
bar iron and 
iron rivets 


BURDEN IRON COMPANY 
TROY, N. Y. 














The Original 
“HORSESHOE MAGNET” 
HAMMERS 


Steel Forgings, Perma- 
nent Magnets. The best 
\ magnet hammers on the 
\ market. Give long and 
satisfactory service. The 

g Hammer holds the tack. 

| ar 


THUR R. ROBERTSON 
Sole Manufacturer 
596 Atlantic Ave., Besten, Mass. 























COOKS£- CM NAIL 


A GOOD SELLER! 


Gardiner Repair - All 
Solder (Acid-Core) in 
handy full size house- 
hold packages retails at 
18 cents— meets chain 
store prices and allows 
full margin of profit. 
Its high quality § as- 
sures satisfied customers. 
Packed in attractive car- 
tons for counter display. 
e sure to specify 
Gardiner when ordering 
from your jobber. 
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e‘rmazmaws 7X, 
. Campbeli Ave., Chicago, Ill. 





KITCHEN 
VENTILATOR 
Only $5.95 


Electro- Way - Vent-Fan 
expels hot, grease-laden 
air through chimney. 
Low cost air condition- 
ing. Cleans kitchen walls. 
Removes cooking odors. 
Complete with new, im- 
proved motor, fan, cord 
and connections. No in- 
stallation cost. Hand- 
some appearance. Write 
for FREE Folder. 


WARD MFG. CO. 
107 E. Milwaukee 
Detroit, Mich. 











CLIPPERS 


The “Gem Junior” 


An eye-pleasing streamline 
clipper with keen, hardened 
cutting jaws .and_ efficient 
file and cleaner. Colorful 
counter card displays one, 
stores eleven. Retail, 25¢. 
At jobbers’. Send for cata- 
log price sheet. 


The H. C. Cook Co. 


Ansonia, Conn. 


ture could offer—with aservice that exem- 
plifies Philadelphia's famed hospitality. 

















LARGEST UNIT IN UNITED HOTELS CHAIN 
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